


PUBLIC LIBRARY 


eae ci 


SCAMP'S, theyre called t 


Aion 4, mene) 220) 2 Mele), General Offices: Portsmouth, Ohio 
Style, Sales, Model Room —19 West 34th Street, New York 

Last Plants Portsmouth, Ohio; St. Loum, Missouri; Johnson City, New York: Brockton, Massachusetts 

Heel Plants Portsmouth, Ohio, Johnson City, New York; Effingham, Ilinois; Anna, Illinois 














A New Model for the 
Coming Season by 


AVON SHOE CO., INC. 
NEW YORK 


Exemplifying the trend to- 
ward tailored costumes is this 
Cherokee pattern, elas- 
ticized pump. 18/8 

heel, Broadway last. 

Tandrite Calf Color No. 953 


IN ALL WAYS 


‘ d 1 

Every quality that is essential to capture the enthusias- 

tic approval of your most critical customers is found in 

shoes of Tandrite Calf. i 

The season’s smartest modes glow with vibrant beauty 4 
; 


beneath the lustrous loveliness of Tandrite’s deep, bril- 
liant colors and exquisite, satiny finish! 


In few leathers is the ingenious skill of the Tanner’s Art a leather of distinguished ¢ 


brought to such an impressive peak of masterful perfec- q 
tion as it is in Tandrite Calf. excellence ... ALWAYS!” 


meets every demand for” 
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BLIND SETTI 


Blind and Invisible settings for Diamond Brand Fast Color Eyelets are 
being used by a steadily increasing number of manufacturers both for men’s 
and women’s shoes. The heads of these eyelets are a moulded plastic, there- 
fore, non-corrosive. The barrel is made of Anodized Aluminum. 

In blind setting, no metal shows on the inside of the quarters 

— eyelet flanges cannot rub on the tongue. 

With invisible setting, a flat celluloid head on the inside of 

the quarter instead of metal keeps tongue and laces cleaner. 


Both of these settings are done with the use of standard equipment. 


UNITED FAST COLOR EYELET COMPANY BRANCH 
| (UNITED SHOE MACHINERY CORPORATION) 
BOSTON, MASSACHUSETTS 


lessens oentciee tren anti-sense 
; Vol. CXIX, No. 11, BOOT = og SHOE RECORDER, published every Saturday by an Company (Inc.). Publication office, 
» Chestnut and 56th Sts., Phi 
} 100 East 42nd St., New York, N. ¥Y. Entered as second class matter November 23, at the Post Office in Philadelphia under Act of March 3, oe “ gubsmtption atin $3. oo ~ a be ot 
(Canadian rate $3.00 oa 0. 50 for Canadian War Exchange tax—making total of $3.50 
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... FOR A 
PRACTICAL 
APPROACH 
T0 


RUBBERS, 
T00 


SERVUS RUBBER 


COMPANY 


Co., 197 cy 


Se *rendoe 
Feet, Boston, Mass 


It’s good insurance to be prepared 
for stormy weather. . . . 


And here’s our seal and signature. 


-— 


330 BROADWAY, NEW YORK city 
FACTORY—ROCK ISLAND, (ttl. 
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SUMMER STYLE PICTURE: Delicate leathers and light 
colors in summer footwear focus attention on the need 
for a box toe that blends smoothly at the tip line, yet 
forms a firm, accurate toe unit. 


TRIM ON THE FOOT—Celastic brings style to the eye in the neat smartness it gives 
the toe. Celastic brings comfort to the foot by eliminating wrinkled toe linings. 


TRUE TO THE LAST — Celastic reproduces the lines of each pair of lasts—accurately 
—smoothly. By maintaining toe contour, Celastic preserves the design of the last 
maker in each MATCHED PAIR. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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T. G. 


IS FOR TIGHTER GRAIN ... 


s 
Min customers marvel at the bright. high K 1S for Kangaroo 
glaze of Kangaroo leather. That's because M Profi 
Kangaroo's close grain is much tighter than and ore ts Too 
you'd expect from its supple appearance. Sees 
And, they're surprised too, when they learn a 
that gentle-feeling Kangaroo, so easy on the 
foot, actually is stronger by 17%. weight for 


weight, than the leather in any other shoe 


he could wear. Kangaroo give brighter surfaces, more com- 


The story of Kangaroo is a fascinating one fort, flexibility, longer wear . . . They all work 
to both merchant and customer. Shoes of for you when you sell Kangaroo. 


=~ O iecehes 35 
O SURPASS LEATHER COMPANY 


RICHARD YOUNG COMPANY 
TANNED /N ZIEGEL EISMAN COMPANY 
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The PC Oval Shank, popular for use in Women’s Cement, 
McKay, Littleway and UCO Lockstitch shoes. 


oe planning a bridge, in fitting a shank — 
engineering skill is essential. 


In the making of United Shanks, “Built to 
Specifications” means that each original 
shank fitting is made to the individual 
last of the shoe manufacturer. After these 
custom specifications are determined, 
shanks are cut and formed according to 
the original model and produced in quan- 
tity — accurate and uniform. 


These engineering abilities are determin- 
ing factors in producing United Shanks. 


UNITED SHOE MACHINERY CORPORATION 
| BOSTON, MASSACHUSETTS 
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VERONA (Below) A favorite with women 
at sight—a sure sale when fitted. Wide 
elastic strap insures comfort and good fit 
around ankle. Open toe and shank; cov- 
ered wedgie type heel; cork-and-rubber 
sole covered with crepe. Model illustrat- 
ed is sand color Friar Cloth with Golden 
Havana Trim. Also in Royal Blue duck 
with blue and white sole binding and 
elastic. Growing Girls, sizes 242 to 9. 
$1.60.* 


*Subject to 


change without 


notice. 


WEDGEWOOD (Above) Men like it. Just right for all- 
around comfortable, outdoor leisure wear. The thick 
flat sole is cork-and-rubber, smart, light, and easy on 
the feet. Last and pattern are right for correct fit. Draw- 
string lace provides a quick and easy adjustment. Shown 
in sand color Friar Cloth with Golden Havana Trim. 
Also in green duck with green trim. Men's sizes 5 to 12. 
$1.70.* 
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NEWPORT Locker Sandal. A favorite 
and a repeater for several years. All 
rubber, clean and easily kept clean. 
Thick, comfortable sponge cushion sole 
sealed all around so it cannot soak up 
water or dirt. Special non-slip outsole. 
Adjustable strap, choice of white, blue, 
or tan. Men's full sizes 4 to 12. $1.25." 


BALL 


PLAY for your Customers 
PROFITS for You 


There is more need for play, more desire for play, 
and fortunately more money for play these days. 
More of this money should be spent for play 
shoes. And it will be spent for shoes if you will 
display and merchandise shoes that look and feel 
like play. These three styles from the BALL-BAND 
line are shown because they have proved to be 
favorites with both buyers and wearers. Let your 
BALL-BAND man show you these and the many 
other styles in the BALL-BAND line—or write us 
direct. 


MISHAWAKA 
RUBBER & WOOLEN MFG. CO. 


280 Water Street 
MISHAWAKA, INDIANA 


BAND 
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IMPORTANT NOTICE! 


(Effective with Fall Shipments) 


All Dorothy Dodd Shoes Now $6.75 ( 


New high style, new designs, new youth are added features of great 
new Dorothy Dodd line comprising an array of over 225 styles 


One grade... one retail price for the 
lovelier DOROTHY DODD SHOES 


A famous name in footwear now more 
than ever establishes itself in the fore- 
front as one of America's greatest 
shoe values. The entire Dorothy Dodd 
line is now within the spending range 
of every woman in the vast $6.75* 


market. 


This means: new customers, new sell- 
ing opportunities, a new story to tell 
thousands of women who know and 
respect the Dorothy Dodd name. 


ONE 
PRICE ) 
(Pri cE) 


All promotion for the coming season 
will be centered around Dorothy 
Dodd's new price to the consumer. 
Colorful material for dealers is now in 
preparation and will be ready well 
in advance of the selling season. 


*SLIGHTLY HIGHER WEST OF DENVER 


Dorothy Dodd Wholesale Prices: $3.75 and $3.90; Welt Shoes $3.85 and $4.00 


Wire or Write to find out if a Dorothy Dodd Agency is available in your city 


DOROTHY DODD SHOE COMPANY 


DIVISION: 


INTERNATIONAL SHOE COMPANY > 


SAINT LOUIS 
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THIS amazing city of New York 
is something more than just a fash- 
ion center and a footwear market. 
It’s a whole lot of city in one place 
—ten million people notwithstand- 
ing for “an automobile trip through 
all the streets of New York City 
is equivalent to a drive across the 
continent and back.” 


to _ 
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Today is doubly significant for 
we saw the first straw hat . . . on 
a dapper man rushing up the stairs 
in the Airline Terminal _build- 
ing to fly somewhere; and he 
sure was flying high. The sec- 
ond evidence of high Summer 
was the new uniform worn by 
the eleyator boys in the Pershing 
Square Building (headquarters of 
Boot and Shoe Recorder — 42nd 
Street & Park Avenue; commercial 
plug). The boys appeared in all 
white shoes, Summer weight beige 
tan gabardine suits. But the white 
shoes were the emblem; and believe 


it or not—the increased efficiency 
of their service was very noticeable 
because there is smart alertness to 
a man whose feet are right, particu- 
larly if he has to stand in one little 
spot for hours on end. They who 
stand and serve deserve our appre- 
ciation as well as those who sit or 
run. 

Memorable days these in New 
York—balmy, clear and delightful, 
with customers in stores, pleased 
to purchase. But unfortunately, 
Winter skipped the lap of Spring 
and landed in the arms of Sum- 
mer. This was pretty rough on the 
sellers — of Spring coats because 


men went from overcoats to no 
coats, from heavy shoes to ventilat- 
ed shoes and before we know it— 
white shoes and sport shoes. The 
word “casual” appears everywhere 
but customers still call for “sport” 
shoes. 

There’s a feeling in the trade that 
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Summer as a selling season is al- 
ready here. 
: * = 

€6@5 00D weather makes good busi- 
ness,” has been a saying in the trade 
since modern retailing began. Many 
a merchant sends his ads to his 
local newspaper but reserves final 
confirmation of “date for running” 





to his last minute judgment. He 
does this because an impending rain 
storm may mean all the difference 
between advertising that pulls and 
comparatively no sales. 

But all this is changing because 
weather predicting has reached a 
stage of much greater accuracy. In 
fact, weather forecasting for a week 
ahead and even a month ahead is 
almost infallible. The Commerce 
Department in Washington says: 

“The weather man was right 
about nine times in ten,” but ac- 
knowledged that many people do 
not think so. Such persons are mis- 
led because forecasts sometimes are 
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borne out by the fact only in part 
of a given area. “Simple statis- 
tics gave the weather man an ac- 
curacy average of 85 to 90 out of 
100 tries and this ratio tended to 
improve with modern methods. 
Furthermore, the Weather Bureau 
saves the country hundreds of mil- 
lions of dollars a year through data 
supplied to agriculture, industry 
and commerce.” 

* ” * 
CONGRATULATIONS are in or- 
der—and a compliment too—to an 
institution that makes progressive 
promotions. 





Tom Fuqua, a very successful ad- 
vertising executive in the Jarman 
Shoe Company, becomes sales man- 
ager of the Richland-Davidson divi- 
sion and now his good fortune is 
to promote the sale and distribution 
of FORTUNE shoes. 

Sales manager, Jack Braden, be- 
comes sales manager of the Barrett 
Division of Frankfort, Kentucky. 

As Earle T. Bumpous, general 
manager, puts it: “These promo- 
tions are in recognition of splendid 
service nad the prospect of increas- 
ing abilities of men who have dem- 
onstrated their executive capacity.” 
At the same time, Mr. Bumpous 
says: “It is futile for shoes to con- 
tinue in price groups when quality 
must be maintained and shoes must 
be the most for the value. Good 
values in stylish shoes cannot be 
given when price grooves are held 
rigid.” 

* . * 
EARLY opinions on men’s Fall 
shoes, as expressed by representa- 
tive buyers, have a purpose as a 
measuring stick not only for the 
communities from which they are 
voiced but for the growing feeling 
that we are developing national 
trends in men’s styles. Here they are, 
fresh from the “buyer’s mouth:” 

* ” ” 


DEFINITE interest in play shoes 
in patriotic colors is reported by 
Carl O. Still, president of Styles 


BOOT anv SHOE RECORDER, May 10, 1941 





WITHIN TWO DECADES! 
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—Years ago when | was a youngster 
visiting in Berlin, Germany, | hap- 
pened to be strolling along Unter 
den Linden when | heard a fan- 
fare of trumpets and saw every- 
body immediately stand at atten- 
tion. 

—Asking a young German at my 
side what all the commotion was 
about, he replied with much rev- 
erence: “It's the Kaiser." 

—And then | saw, riding in all his 
glory and surrounded by superbly 
equipped officers and cavalry, 
one of the greatest Monarchs of 
his time— 

—And today the Kaiser is virtually 
a prisoner, confined to his estate 
in Holland. 

—Franz Joseph, colorful Emperor of 
Austria-Hungary, saw his nation 
crumble and died of a broken 
heart. 

—Then the Czar of all the Russians 
fell upon evil days and his ending 
will probably remain one of the 
greatest mysteries of all history. 

—The King of Denmark is today a 
vassal of the Nazi regime. 

—And King Haakon of Norway is 
—* temporary court in Eng- 

nd. 

—Alphonso, King of Spain, died re- 
cently in Rome—a refugee from 
his own native land. 

—Wilhelmina, Holland's grand old 
Queen, is now trying to hold to- 
gether a skeleton government in 
London. 

—And soe of a has re- 
cently disappeared, with his lady 
friend, for points unknown .. . 

—We sure are living in a changing 


SU Tike 








Shoe Company at A. Nachman’s, 
Montgomery, Ala., and it is his be- 
lief that a war-conscious population, 
emphasized by the nearness of Max- 


well Field and Gunter Field, will 
buy heavily of these lines. 
* * * 


C. M. SELBY, one of the officials 
of Volks Bros., Dallas, Texas, and 
buyer for the men’s department, 
says: 

“Shoes for Fall will still be 
broguish, but they will be flexible, 
with medium full toes. It looks as 
if brown in the various shades will 
be the popular color—for example: 
semi-antique. Solid colors will be 
popular for Fall. Don’t think that 
two-tone shoes will have much ac- 
ceptance. There will be lots of 
plain toes due to the military influ- 
ence.” 








LL. S. WOLCOTT, manager of The 
Boot Shop in Billings, Montana, 
says: 

“We have had so many requests 
to put the Barrel out again for 
shoes for the British Relief and so 
many donations from the Ladies’ 
clubs here, that we have decided to 
start all over again. We have not 
only gotten donations but a large 
quantity of shoes. 

“We think that Billings is a great 
place, especially when it comes to 
helping others. The people here 
just won’t do things half way; they 
go the whole way or nothing. 

“Of course we don’t like to 
BRAG about our city BUT. . .” 
BR. McEWEN, assistant men’s shoe 
buyer at Famous-Barr, St. Loius, 
Mo., says: 

“We look for a decided change 
in town shoes for the Fall season of 
1941. Grain leather will predomi- 
nate, with half double or full double 
soles an outstanding feature. In 
the grain leathers, we expect vol- 
ume in Scotch grain, Norwegian 
and Swiss Puritan leathers, with 
Scotch the most popular. Men will 
demand heavier construction in 
their footwear, with leather heels 
almost exclusive in choice. Styles 
will favor straight tip quarter 
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brogues, the staple wing tip, and 
Algonquin types—with of course 
the military style growing in popu- 
larity with the increase in the na- 
tional defense selective service pro- 
gram. Calfskin will not be as pop- 
as during 1940. Popular colors 
ill show dark antique in hand- 
i patterns leading, with less 
less light tan antique finish. 
ive or six styles of cordovan are 
pected to lead our department in 
dress shoes. Heavier, darker, and 
grained leathers—that’s our style 
picture for Fall of 1941. 


from their peak popularity of last 
year. U-wings will be consistent, 
with heavy calfskin, Norwegian and 
golden gorse all outstanding char- 
acteristics. Siyling will be more 
essential than ever in the sport and 
casual shoe field. Rubber soles will 
not be as popular as during this 
year, and the accent will be on a 
shoe which can be worn with ver- 
satility under any kind of sport or 
spectator conditions. Colors will 
reflect the English saddle tan motif, 
with a trend toward darker cordo- 
vans in more conservative styles. 
Laces will be waxed, cord, or raw- 
hide novelty types.” 
o * ca 


@. W. YATES, shoe buyer of 
Yates & Hagan, Hannibal, Missouri, 
says: 
“There will be a demand for 
lighter, more flexible shoes in dress 
styles during the coming Fall sea- 
son. Particularly important will be 
flexibility in soles and soft mocca- 
sin type uppers. I am expecting 
far less demand for antique finish 
than last year with the accent on 
brown instead. Smoother leathers 
are coming back with lighter soles 
—for example, the large amount of 
military shoes now being sold. We 
think the military influence will last 
for quite some time and will prob- 
ably influence styles. 

“In the sport group I expect 
crepe soles, Norwegians, and more 
moccasin types will be popular. 
There will be quite a bit of monk 
front and blucher styles played up. 


More color in men’s sport shoes 


than for many years, this Summer, 
will cause gayer patterns to be ac- 
cepted during the Fall season. We 
expect popular leathers to be buck, 
kid and suede. The younger set will 
wear stadium boots, 11-inch crepe 
soles and a good deal of suede.” 
* * * 


J. W. WOOD, men’s shoe buyer 
for Scruggs-Vandervoort-Barney, St. 
Louis, Mo., says: 

“I believe there will be a decided 
change in the style picture for men’s 
shoes during the coming Fall sea- 
son. Our advance indications are 
for heavier-than-ever models in the 
town shoe group, with heavy, flex- 
ible soles and leather heels—prob- 
ably thicker than in any previous 
year. Leathers will feature calf- 
skins, Norwegians, and albion 
grains—probably with grain the 
predominantly favored 
There will be much less black this 
year, with tan leading in the color 
choice. Antique finish is due for 


leather. 


[13] 


still more popularity this Fall, with 
the possible exception of business 
wear shoes. Rubber heels will 
amount to a negligible portion of 
our sales volume. 

“In the sport or casual group, | 
believe the trend will find men 
swinging over to more colorful foot- 
wear just as have women customers 
during the past two years. Most pop- 
ular types will be moccasin strollers, 
California casuals, buckos, and 
varieties of the monk-front soft-sole 
sport shoe. Novelty ties, tongues 
and moccasin designs will replace 
the favored Norwegian of last year. 
In leather, I expect Nurocco to lead, 
with strollers in calfskin and domoc, 
or other soft leathers. The wedge 
sole will continue popular. Colors 
will run to saddle leathers for the 
most part, with a feeling for darker 
colors in most sport shoes this Fall. 
Soft, pliable comfort features will 
be the strongest selling agent in the 
sport shoe field.” 





Breaking in the new salesman. 








SHOES for an American Summer, 
styled from the Chinese with a new pro- 
motion slant. 

1. Authentic Chinese V-throat pump 
with turned-up toe, double platform and 
mudguard in contrasting colors. Take 
your layer platform shoes with low heels 
and play up the Chinese in them. Ideal 
Summer type for all kinds of informal 
leisure costumes, including lounging pa- 
jamas in the Chinese style. 

2. Another shoe for leisure wear. 
This thick platform pump is on the mar- 
ket in damask and leather in Chinese 
color combinations, With fabric covered 
or lacquered sole. 

3. Multi-color raffia sandal with 
Chinese motif woven into the vamp. 
(Raffia and straw are fashion right and 
China-fashion right.) Rocker bottom 
platform. Suitable for a variety of Sum- 
mer costumes from pajama lounging 
suits to cotton evening gowns. 

4. Shantung . . . traditional Chinese 
fabric . . . for a draped and knotted 
sling pump to wear with the shantung 
costume which will be this Summer’s 
number one favorite. 
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China Is in the News ...in the Fashion 
as Well as the Political News. We Give 
You Four Shoes in the Chinese Trend. 
Types for Every Hour of the Day. Styles 
to Give Zest to Summer Promotions. 


STYLES from the Chinese are important fashion 
news these days. It’s a promotion possibility you 
can’t afford to miss. Back of it all is the sympathy 
of the American public for the gallant stand of the 
Chinese people in their fight for freedom from 
foreign domination. The idea of combining Chinese 
influence in American women’s styles with the rais- 
ing of funds for Chinese relief is an important 
phase of the. work of the United China Relief Com- 
mittee whose definite objective is the raising of the 
sum of $5,000.000. The humanitarian angle is a 
part of the promotion of Chinese style trends which 
can be effectively used. So also is the suitability 
of Chinese silhouettes, types and fabrics to the 
American way of living. 

For shoe men the promotion of Chinese fashions 
is a natural. For the past four years . . . more or 
less . . . platform sole shoes have been part of 
American fashion news. And platform soles, we 
all know, originated in the East, notably in China. 
(1f you don’t remember the story on this, turn back 
to Boor anp SHoeE Recorper, June 11, 1938, issue, 
“Woman’s Place Is On a Pedestal.”) The pointed 
walled last is also Chinese in origin. 


HRATS . . . mandarin and coolie . . . have been 
in the news for some time. Shoes and hats were 
straws pointing the direction of the style wind. 
And now Chinese fashions are on the market in 
ready-to-wear and fabrics. Pajama suits in both © 
dinner and lounging types and mandarin coats are 
two featured styles which American women are 
favoring. The overblouse with collarless neckline 
and side fastening is a direct adaptation from the 
Chinese. 

Shantung has been the leading fabric promotion 
of the past few weeks and will be an important 
volume . . . as well as style . . . fabric as the season 
gets into its stride. Chinese prints . . . authentic 
adaptations from “the guarded motifs of Chinese 
legends and dynasties,” designed by leading mod- 
ern Chinese artists . . . have been brought out by 
an important volume fabric house for the ready-to- 
wear market. A percentage of the wholesale fabric 
price will be turned over to China Relief. Shoes to 
match these print and shantung costumes will soon 
be available in the retail market. 


Strong Chinese influence in this Shandra Slack Set, featured 
at Lord & Taylor. Ideal for informal hot weather wear. 
Photograph by Elliot Clark. 
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Above: Interested crowds 
milled in and out of the 
store at the opening of 
Burch’s in Eugene, Oregon. 


Right: Looking toward the 
front of the store, showing 
pleasantly figured carpet, 
modern lighting fixtures, and 


convenient arrangement 


"THERE'S a store in Eugene, Oregon, not so far from 
Portland, which has successfully diverted trade from 
that city to itself. How it was done is a story worth 
reading. The store is Burch’s, specializing in fine foot- 
wear. 

At the time when the store was established, most of 
the better grade shoes being worn in Eugene were 
bought in Portland, a hundred and twenty-five miles 
away. Eugene is the home of the University of Oregon, 
and the coming center of Oregon’s vast lumbering in- 
dustry. H. R. Burch, proprietor of the store, felt that 
people prefer to buy their shoes at home if they are 
sure of being shown a comparatively comprehensive as- 
sortment of seasonable styles in quality footwear; if 
they can be sure of being expertly fitted; if they can 
receive the extra services which only a home store can 
give. 

The store was established in 1931, in spite of protests 
from Mr. Burch’s friends that it could not be done. He 


proceeded to show them that it could. The new store 
was one of the outstanding stores on the Coast for its 
size. But, as newer ideas were developed and newer 
stores were built, Burch’s began to look out of date and 
expanding business made more space desirable. Mr. 
Burch, whose faith in Eugene had never faltered, set 
about improving the store. 


HIE turned to some of the new stores in the East and 
on the Coast for inspiration, determined to have in his 
store the beauties and conveniences which were avail- 
able in the best establishments of this type. He pictured 
a larger, finer store that would not only meet the re- 
quirements of a growing business, but would enable him 
to offer an even better service to the community. An 
able architect was consulted, and the results have drawn 
enthusiastic comments from Eugene residents. An at- 
tempt to get away from the usual shoe store atmosphere 
was achieved without producing an effect elaborate or 
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Store Makes Good... 


Baurch’s in Eugene, Oregon, Has Exploded the Myth that 
the Small Town Store Near a Big City Hasn't a Chance at 
Profitable Operation. Here’s How Trade was Diverted from 


the Big City to the Local Store. 


overdone. At the same time, the importance of the ex- 
pense figure was not forgotten. The interior was fin- 
ished in myrtlewood, achieving a pleasing effect and 
providing a novel finish. 


MEANY demands for better men’s shoes in Eugene led 
Mr. Burch to include plans for developing the men’s 
and children’s business. This called for considerably 
more space and investment, but the prestige gained from 
the women’s shoe business already built up by the store 
has been a decisive factor in making the men’s and 

[Turn To Pace 36, PLEASE] 


Above: Accessory depart- 
ment at Burch’s. The cases 
and woodwork around the 
wall displays are of myrtle- 
wood, providing a novel and 
pleasing effect. 


Right: Looking toward the 

rear of the store, with stair- 

case leading to balcony in 
the back. 





The Customer Enters 


EREMEMBER the customer is the guest of the store in 
which you work. You are the representative of that 
store. What you say and do will, to a great extent, de- 
termine whether it is a place to which she will be glad to 
return to purchase her shoes or a place she will never 
again enter. 

In the first instance you make more money for your- 
self and your employer, now, and in the future. In the 
second instance you lose money for yourself and your 
employer, now, and in the future. 

There is no advertising as valuable as the word of 
mouth expression of a satisfied customer. 


The Approach 
She is a woman—she is entitled to courtesy. She is 
a patron—she is entitled to service. Greet her as a man 
—a gentleman, and one who is completely at her service. 
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The impression you create in your approach to‘the 
customer can be made an invaluable help in making a 
sale, or just as easily a barrier against making it. Also, 
the impression you make is the impression she usually 
has of the store in which you work. 

Show your customer to her seat in a way that shows 
you appreciate her coming in, and as if you were select- 
ing a special seat for her. 


Learn the Customer’s Wants 


After she is comfortably seated, intimate to her you 
are ready to listen to her wants. If possible let her do 
the talking—your job is to listen. Good listening is 
good selling. Good listening, means listening courteous- 
ly, listening intelligently—refraining from unnecessary 
interruption, indicating complete understanding, when 
you do understand; interposing courteous intelligent 
questions where you do not quite understand. 
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AS YOU TREAT YOUR (i l ) \\ | 


In Two Parts: 


You must clearly understand before you can intelli- 
gently proceed. You cannot sell successfully until you 
know what your customer wants to buy. It is better to 
ask questions than to proceed on an uncertainty. Never 
guess what is in your customer’s mind. Induce her to 


tell you. 

You can easily kill a sale and lose a regular customer 
by misunderstanding, or by showing a wrong thing. In 
everything you do, a successful sale is your aim. You 
cannot sell successfully until you know what your cus- 
tomer wants. You cannot intelligently know her wants 
unless you get, and permit her to talk, and you listen 
attentively. 


Measuring the Customer’s Foot 


Remove the shoe from the foot she prefers fitting 
first. Measure her foot both sitting and standing, so as 
to ascertain the flexibility of her foot. Too many shoes 
are sold short because the salesman did not take into 
consideration the elongation of the foot with the body 
weight on it. You are never forgiven by the woman to 
whom you have sold shoes too short. She rightly ex- 
pects you to know your business, and you should. Im- 
proper fitting causes more lost business than any other 
factor in selling shoes. 

Never persuade a woman to take a pair of shoes you 
know to be wrong. Better to lose the sale if you cannot 
properly fit her. A misfitted customer rarely returns to 
purchase more shoes at the store where she was wrongly 
fitted, and seldom forgets the salesman who misfitted 
her. 


Importance of Correct Fitting 

Always use your measuring “stick.” Use it carefully 
and expertly, with an air that fitting the foot correctly 
is a scientific business. Anyone can put shoes on a wo- 
man’s foot, but putting shoes on her feet that will give 
her comfort and satisfaction, make her want to come 
back again and again, requires careful analysis and in- 
telligent judgment. Have her feel you are equipped with 
these qualities by being exact. 

Never rely on the size you have just taken off her 
foot; it may be wrong and the person who fitted it may 
not know as much about fitting as you do. Let her feel 


PART I 


you know your business and be sure you do. You must 
know how to fit feet properly if you expect to be a suc- 
cessful shoe salesman. 

Skillfully feel over the sole of the foot for a callous 
at the ball, or along side the great toe. Observe if the 
toes are drawn or tending to crowd under each other. 
Note if there is swelling at the inside base of the heel or 
around the ankle joint. Do this tactfully. Your findings 
may help you greatly later on in your sale. 

Most women are quite sensitive about the size and 
shape of their feet. All women are susceptible to com- 
pliments regarding their feet. The average woman will 
warm up to a salesman quickly who has something com- 
plimentary—not too obviously so—to say about the size 
of the foot, its shapeliness, its high instep, or any other 
characteristic that may be spoken of in a complimentary 
way. 

Avoid Size Discussions 

Remember all women have small feet; the only differ- 
ence is some are smaller than others. 

[Turn to Pace 36, PLEASE} 


How the Retail Shoe Salesman, by 
Observing Tested Rules of Selling 
Technique, Can Create Repeat 
Business and Thereby Make More 
Money for Himself and His Store. 
These Rules War Developed by 6. 
B. Spratley, Shoe Buyer for The 
Stewart Dry Goods Co., Inc., Louis- 
ville, Ky.. and Are Reproduced in 
Boot and Shee Recorder with Mr. 
Spratey’s Permission. They Are 
Used as a Sates Manual in His 
Department and Each Salesperson 
Receives a Copy. 





Finance Committee: When 
this particular committee of a 
convention—in this case the Mid- 
west Shoe Fair with, left to right, 
George Dohrman, treasurer and 
chairman; Frank J. Weber, honor- 
ary chairman, and Ben Kessen— 
gets that “cat and the canary” 
look, it’s pretty certain that regis- 
trations for show are looking up. 


RECORDER NEWS PICTORIAL 


Night Out: ©. Mort Phinn, left, sales rep- 
resentative of Joyce, Inc., recently spent a 
week in Cincinnati with Mrs. Phinn, on 


their vacation, and took occasion to enter- 


tain Harry Lasky, of the John Shillito Com- 
pany, and Mrs. Lasky at party at the Beverly 
Hills Country Club. Left to right: Mr. Phinn, 
Mrs. Lasky, Mrs. Phinn and Mr. Lasky. 


Champ Keglers: riese five 
men, members of Krupp & Tuffly, 
Inc., Houston, Texas, led the league 
for the Class B team of the Busi- 
ness Men’s No. 3 bowling teams, 
made up of eight teams. Krupp 
& Tuffly men have the high single 
game, the high three-game series, 
and Morris Pactor, member of this 
team, has the high individual 
single game. Left to right: J. B. 
Chambless, J. R. Tuffly, president 
of the league, A. J. Zilker, Herbert 


Bergman and Morris Factor. 





(Curt) Johns points out to Publicity Chairman Urban K. 

(Red) Allen (as if he didn’t already know) the slogan 

of the Central States Shoe Fair which reads—“A Show 

by the Salesman for the Retailer at a Time When the 
Retailer Wants to Buy”. 


Best-Dressed Women: {bove, right — Five winners 
of the 1941 Spring Fashion Academy Awards selected at 
a fashion luncheon at the Waldorj-Astoria, New York. 
Left-to right: Alice Frost, CBS “Big Sister”, Radio; Rose 

ms, Opera; Vivien Kellems, Business Executive; 
Lucy Monroe, All-American, and Adelaide Moffet. 


_ 


* 


New Store: Righ:—William F. Piers, manager of the 
new Feltman &, Curme shoe, Indianapolis, is proud of 
his new solid glass doors. Many customers wonder how 
the are locked for the night and Mr. Piers shows them. 


Shoe Man's Party: 
In celebration of the 25th 
anniversary of the sale of 
Selby shoes by Stix-Baer- 
Fuller, St. Louis, the Selby 
Shoe Company gave Al 
Pauly, head of the shoe 
departments of the store, 
standing before the fire- 
place, and his 27 salesmen 
a dinner party at the Hotel 
DeSoto in St. Louis. 
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SPECTATOR types make Spring-into-Summer head- 
lines. From Dallas to Boston, from Washington to Seat- 
tle, and points between, the spectator shoe plays a promi- 
nent part in current retail shoe promotions. Yes, sir, 
not a “hot” novelty, but new 1941 versions of the proven 
perennials in the always-wanted brown and white, blue 
and white and black and white combinations, with 
brown and white most mentioned. Play shoes also claim 
their share of attention in the recent ads. 

A particularly noticeable point about these spectator 
shoe ads is the fact that they illustrate almost exclusively 
the classic oxfords and pumps. The monk and moc- 
casin in combinations or all-white more often appear 
in separate ads as “casuals.” Interesting also is the fre- 
quent mention of black with white—third, of course, but 
still generally included. 


PLAY shoes, fun shoes, sun shoes also make their bow. 
Some stores emphasize that they have good assortments 
of blues. Black played in “citified” shoes. Wheat linen 
appears in several spots. In materials, meshes and 
gabardine run considerably behind buckskin and calf at 
this time. 

Red is given prominence as a Summer color, or rather 
a now-and-Summer color. Stop-light, cherries, paint 
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red and other names are used. The Guarantee, Los 
Angeles, calls it “fashion’s surprising neutral,” and goes 
on to say: “Red is one of the most neutral colors in the 
world! It is an outstanding color accessory that goes 
with everything . . . strikingly adaptable to all the bril- 
liant color tones that are so fashionable this Spring.” 
Oppenheim Collins, New York, says: “Raspberry Red 
. . . ripe new shoe color . . . gay red shoes with beiges 
and navy blues right now . . . with Summer whites later 
on!” 


SPECTATOR ads have copy points of interest, Neiman- 
Marcus features “Beloved Spectators—classic forever- 
*n’-ever fashion. . . . The Dallas woman of fashion 
would no sooner be without a collection of brown-and- 
white spectators than she’d be without her lipstick— 
spectators are just that important for sports and casual 
wear.” 

Hahn, Washington advises: “Get an early start on 
Summer-——-SPECTATORS. . . . These warm days tell 
you “It’s time for spectator pumps.” As usual you'll be 
wearing them about town, as well as with sports clothes 
. .. and they'll look crisp, clean-cut, wherever you go.” 

I. Miller, also of Washington, announces: “Spectator 

[TURN TO PAGE 34, PLEASE] 


Spectator Types and Play Shoes Have Prominent 
Place in Earig Shoe Promotions the Country Over 
—What the Copywriters are Saying About Spring 


and Summer Footwear. 
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OUTLOOM 


Mark Your P’s and @’s on Pricing 


THE good old days are gone forever. This ain’t that 
kind of war. You're not going to be able to “get the 
money” in a big soft way because the era of “silk-shirt- 
spending” is definitely done. The reason isn’t so much 
a change in public behavior—for the public never learns. 
It spends what it earns and rides high in its hour of ex- 
travagant happiness. But we haven’t “that” public any 
more. We have a classified public in the sense that some 
will get it and others won’t. It takes a long time for in- 
creased wages and salaries to catch up with the in- 
creased cost of living for many groups in America. 


Let’s take a look at some of the groups: First—a million or 
more federal government employees. Their wages are set and 
don’t move freely. Next—there are several million policemen, 
firemen, teachers, civic and court clerks. They afe not going to 
make more soon. Millions of office workers, clerks, employees 
of retail stores may grouse and grumble but they stay put and it 
takes dynamite to blast a raise. Then, think of the doctors, den- 
tists, lawyers, professional people who actually are worse off 
because payment of their bills is delayed when living costs rise. 
Don’t forget, too, the millions of unskilled workers, floaters and 
part-timers who never catch up with the cost of living. These 
groups are in the sour shadow of the dollar. All of us have 
talked so much about industrial workers getting their rush 
pays and overtime but what about the farmers who face abundant 
crops at low prices and practically no export escape? 


No, siree, times are too young for runaway prices and 
any man in any store or factory knows that an initial 
jump in prices 50c. and $1.00 is just inviting disaster. 

Here’s what one organization found out—and it’s a 
business that sells shoes above $10.00. Most merchants 
associate $10.00 price in fashion footwear with people 
of wealth and leisure. Here are the actual percentages: 
OCCUPATIONS 
Office workers 


Salesgirls ....... 
School teachers 


Housewives ........ 
Wives of professional men 
Executives Bae 
Store owners 

Wealthy and society women 
Any other classification. . 


100.0% 


ESTIMATED INCOME GROUPS 
Annual income 


$3000.00 to $5000.00... 
$5000.00 to $10,000.00... 
$10,000.00—up .......... ; 


46.4% 
20.3 
21.2 

. 121 


100.0% 

What do you know about your own customers? You 
can’t afford to generalize. Do a little research in your 
own store and here’s a way to do it. Ask a hundred cus- 
tomers a few simple questions. You can do it with a 
smile and they will enjoy cooperating. Ask them their 
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occupations. You can even ask them their income 
groups. Research is a common friend. 

This is an amazing revealment of the groups of cus- 
tomers that find satisfaction in buying quality shoes. 
We give you this as a common sense check against over- 
pricing. Stick with your customers or they won’t stick 
to you. 

There is one master check against over-pricing that 
will soon be put into operation. Whether we like it or 
not the same brains that could put controls on the Stock 
Exchange can work out systems of control on com- 
modities and on retailing. Some have already been put 
into effect but others are imminent. The power is there. 
Price control legislation is definitely ahead. The Ad- 
ministrator of the Office of Price Administration and 
Civilian Supply has asked for 1600 men to police 
pricing. Later, if profiteering should come, he will add 
2500 spotters who will have the power to review all 
prices, costs and mark ups. He has already definitely 
said that a one cent rise in hides cannot be pyramided 
into a dollar rise at retail, or else. 

So mark your P’s and Q’s. Take it easy. We are being 
carried along by a wave of work that hasn’t communi- 
cated itself to purchasing power. Remember there have 
been a lot of shoes bought for inventory because store 
inventories have been low and needed replenishment. 
But we haven’t reached the stage of public madness for 
merchandise and it is doubtful whether it will come. So 
a caution in that direction. 

Our compliments to the organization that had the 
courage to shake off the strait-jacket of fixed price. It 
added five cents to its retail price in February, five cents 
in March and five cents in April. That was good retail 
thinking. If it had jumped the 15c. at one time, it might 
have lost a lot of trade. A nickel is such a small thing 
but it makes a “muckle” when multiplied in the million 
pairs. Try the progressive methods, if you can, for 
it “softens the bite.” 

Many a man is putting off retail rises in price until 
some psychological date next Fall. That date may never 
come because there is a plan broached for a “freezing” 
day at which time all prices of goods and services will 
be controlled as of that calendar date. Where will you 
be then—with goods costing more and the shoe trade 
sealed in the ice cube compartment—and every other 
trade similarly frozen? 








BOOT 
anp SHOE RECORDER, May 10, 1941 


Where When 


BOSTON SHOE FAIR JUNE ye) 


to Buy fall Shoes 


We submit that the ideal time The registration of exhibitors 

lete plans for Fall exceeds any previous yet Every- 

June. By that thing points toward a big buying 

will have been show — Y¢ the biggest ve 

pre-tested __ , the advance show- To insure desirable sleeping roo™ 

ings will have served their put accommodations write today © 

pose --- volume houses and those New England Shoe and Leather 

with instock departments will Association, 210 Lincoln Street, 

have completed their Fall plans. Boston, Mass. 

At that time the buyet can go into oe Raita erent Tourns- 
the market and select his Fall shoes ment, June 2, Wollaston Golf Club, 


Quincy, Mass- Come prepared for 


a 
with greater certainty of success this — and for the big Banquet of 
the 210 Associates—204 more fun 


than on any previous date. to follow. 


JUNE 2nd to han 
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HOTEL STATLER * PARKER HOUSE 
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Louis Nelson, owner of 
Nelson’s Walk-Over Shoe 
Store, Daytona Beach, Fla., 
has two fine sons to assist 
him in his business. Seated 
at his right is Fred who is 
responsible for the store’s 
buying and management, 
and, standing, is William, 
who specializes in correc- 
tive shoe fitting. 


@UR Father and Son series would not be complete 
without mention of Nelson’s Walk-Over Shoe Store in 
Daytona Beach, Fla. Louis Nelson is proprietor, and 
is ably assisted by his two sons, Fred and William. 
Fred is responsible for the store’s buying and manage- 
ment. William specializes in corrective shoe fitting. 

Boot AND SHoE Recorper is read weekly by the staff 
at Nelson’s. Louis Nelson says: “Business in these 
modern times is constantly undergoing a variety of 
changes vitally necessary either for improvement or 
existence. 
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Another Generation Helps to 
Continue the Fine Traditions 
That Have Made These En- 
terprises Prosperous, Success- 
fal and Heneored in Their 


Various Communities. 





“To keep abreast of these rapid changes industry 
must be so informed that its progress will only be a 
matter of routine. 

“In the Boot anp SHoe Recorper, the shoe industry 
is indeed blessed with a truly outstanding publication— 
a publication that marches with progress. 

“Our salesmen look forward to its instructive articles 
and advance information on colors, styles and new sell- 
ing ideas. 

“We all are enthusiastic readers.” 








UNITED 





GOOD SHOES 
MAKE A GOOD MAN 


BETTER 


Wu a man goes back to work and feels some money 
jingling in his pocket, he sticks out his chin and moves up 
a peg or two in the quality of what he buys. We didn’t 
look into a crystal and prophesy this year’s defense 
spending. But we have stuck to quality since we built our 
first pair of Roblees, and that policy is nicking right into 
these times. Millions of men are moving into the shoe 
price class where they want to be and where they feel they 
belong. Our national advertising has been making them 
want Roblee shoes. They are ready for Roblee. This is 
making a much easier job at the fitting stool for Roblee 
retailers. Roblee retailers are in a fortunate position to 
make more money under the obvious grade-up conditions 


of these times. 
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UNITED MEN’S DIVISION + BROWN SHOE COMPANY... Manufacturers te ST. LOUIS, MO. 








Consumer Goods Prices 








LEON HENDERSON 


Administrator of the Office of Price Administration and 
Civilian Supply 


FFOUR HUNDRED AND FIFTY leading retailers and 
manufacturers of consumers’ goods were invited to dis- 
cuss prices and supplies in Washington, D. C., on May 2 
under a program arranged by the Defense Conference 
on Consumer Goods. The big shots in retail business 
were there as OPM Director of Purchases Donald M. 
Nelson put it, “Business as usual is out. You are not 
going to see any more of it until this emergency is over. 
The most terrible mistake any of us could make is to fail 
to understand that fact.” Here were business men listen- 
ing to government officials and economists (plenty) and 
being told what to do. Back of it all were the pressures 
and politics of keeping consumer prices in line. 

Before we get into the story of the meeting, let’s have 
the statements of significance to shoe people. First, by 
Ward Melville, president of the Melville Shoe Corpora- 
tion, who was general chairman of the Men’s and Boys’ 
Clothing Division Round Table: 

“Shoe manufacturers and retailers who took 
part in the discussion repeatedly emphasized 
their desire to keep the prices of shoes at reason- 
able levels, which means keeping costs down. 
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The discussion brought out that the major por- 
tion of such cost increases as had occurred could 
be traced back to price increases in primary 
markets. An analysis of the causes of such in- 
creases and consideration of means for holding 
down costs and prices, it was agreed, could best 
be undertaken by a group representing the shoe 
industry alone; and it was recommended that the 
machinery for such a conference should be 
set up.” 

L. E. Langston, executive vice-president of the Na- 
tional Shoe Retailers Association, who attended the 
Women’s and Girls’ Clothing Round Table, commented 
that “the meeting came closer-to developing informa- 
tion advantageous to the industry and the government 
agencies than any other meeting I have attended. 

“It impresses on the producer, the manufac- 
turer and the retailer the importance of watching 
out for undue price increases. With proper vig- 
ilance, consumers won’t suffer. Everyone in our 
industry knows that some price increases will 
come but in no amount to cause undue alarm. 
Such a meeting impresses the importance of 
keeping prices in line. Merchants should not 
buy beyond immediate and seasonal needs.” 

The morning session, held in the Auditorium of the 
Department of Commerce building, was open to the 
press and we give you highlights of leading speakers on 
factors relative to consumers’ industries and shoes in 
particular. The afternoon meetings were closed to re- 
porters, but we have been able to get sufficient authéntic 
facts from reliable sources as to what went on and what 
in particular affected the shoe industry. 

While the Government has limited fixing maximum 
prices to wholesale commodities, “we can step into the 
consumer goods field if necessary and we are not afraid 
of the task,” Leon Henderson, administrator of the Office 
of Price Administration and Civilian Supply, warned in 
his talk to the 450 representative business men, but Mr. 
Henderson expressed the hope and belief that it would 
not be necessary to regulate retail prices. 

“T don’t expect you people to step up your margins, 
to charge premiums for advance deliveries, to anticipate 
cost increases which have not occured in making price 
advances,” he said. “I do not expect you to fix mark- 
ups on a percentage of cost unless costs have definitely 
increased by an equivalent amount, and I do not expect 
you to complete or to accept.sales at prices prevailing 
upon delivery instead of at fixed prices. 
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May Be Fixed... 


Retailers Asked te Ce-Operate with Gevernment in Pre- 
venting Unreasonable Price Rises---Or Else . . . 


“You should be interested in maintenance of price 
stability as business men for nothing can be more de- 
structive to sound operation of husiness enterprises than 
rapidly rising prices with their dislocating effects on the 
upside and their ruinous losses which they inevitably 
cause when the collapse comes.” 

Inflation, Mr. Henderson declared, could add billions 
of dollars to the cost of war materials that are now be- 
ing produced. Bernard M. Baruch has estimated that 
armament costs in the World War were increased $15,- 
000,000,000 as the result of inflation. 

The meeting was opened by Jesse H. Jones, Secretary 
of Commerce, who warned that “if the outcome of 
this conflict should be disastrous, if the Axis 
powers should win, our trade will be greatly restricted. 
We will be told on what basis we can trade, I am afraid, 
and that, of course, will inevitably lead to war, because 
war is caused, as I understand it, as long as history goes 
back, largely because of trade relations and expansion 
and outlet for people—for their ambitions.” 

Fred Lazarus, Jr., of Columbus, Ohio, chairman of 
the Retailers Advisory Committee which sponsored the 
conference, joined with Mr. Henderson in advocating 
expansion of productive capacity to increase the supply 
of civilian and government purchasers. 

Miss Harriet Elliott, assistant OPACS administrator 
in charge of the consumer division, said her office would 
pay attention to quality as weil as prices, as shortages 
develop because of the armament effort. She asked co- 
operation in combating unjustified price advances. 

“For many years now,” said Miss Elliott, “we have 
been_aware that these two indicies—income and price— 
do.not tell the whole story. Unless price is considered 
in relation to quality, its meaning is limited indeed. 

“Shoe manufacturers have told me that very cheap 
shoes are very expensive, and social workers have told 
me that one of their big problems is the low-priced shoe, 
expensive because its wearing life is short, expensive be- 
cause its poor fit ruins feet. 

“Speaking before the U. S. Chamber of Commerce 
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earlier this week,” continued Miss Elliott, “I urged what 
seem to me to be some fundamentally sound pricing 
policies for manufacturers and distributors to follow 
during the emergency. These are: 

“1. That anticipated cost increases which have not 
yet materialized should not be made the basis for price 
advances; 

“2. That when prices of new goods advance, inven- 
tories should be averaged rather than marked up to the 
new level; 

“3. That rigid adherence to the practice of traditional 
rates of mark-up should be discouraged unless it can be 
shown that costs have advanced by an equivalent 
amount; 

“4. That the practice of selling merchandise at the 
‘price prevailing’ at the time of shipment rather than by 
selling at a specific quoted price at the time of sale 
should be avoided; 

“5S. That price increases be not concealed in quality 
deterioration but that quality changes be clearly in- 
dicated to the consumer buyer.” 

In the afternoon the delegates attended four off-the- 
record round table discussions where government ex- 
perts presented factual data on price and supply factors 
and business men discussed the effects of the defense 
program on their particular industries. 

From the Women’s and Girls’ Clothing Round Table, 
presided over by Walter N. Rothschild, president, Abra- 
ham & Straus, Inc., Brooklyn, N. Y., we have garnered 
the following facts pertinent to shoes: 

Materials—No accute shortages in sight, but some 
price increases. Ocean transportation a problem. Sub- 
stitutes should be used where possible in military re- 
quirements, as in linings of aviator helmets. 

Machinery—Adequate supplies at present, prices are 
up, however. 

Labor—Supply adequate if styles and pattern trends 
don’t become too complicated. Some loss of workers to 
defense industries and the draft. An increase of hours 

[Turn To Pace 49, PLease] 
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Washington Letter 


Developments Affecting Retail Business 
As Reported from the Nation’s Capital 


A NEW producers’ representative of 
the hides, skins and leather priority 
committee of OPM has been named to 
succeed Ralph Pope, president of the 
Northwestern Leather Co. Trust, Bos- 
ton. He is William B. Eisendrath, pres- 
ident of the Monarch Leather Co., of 
Chicago. 
ok * * 

BRATIONING of aluminum among 
manufacturers of civilian supplies is a 
job now being performed by Director 
of Priorities Edward R. Stettinius, Jr., 
but which will be routed hereafter 
through the OPACS. Under a recent 
order issued by the OPM Priorities Di- 
vision, aluminum for shoe eyelets was 
given preference over aluminum to be 
used in the manufacture of rubber 
boots and shoes and in leather finish- 
ing. The priority classification pre- 
scribed a classification of B-6 for shoe 
eyelets and B-8—the lowest rating as- 
signed—for the manufacture of rubber 
boots and shoes and in tanning and fin- 


ishing leather. 
* - * 


EVER since the advent of the arma- 
ment program, non-defense executive 
departments of the government have 
been angling for some place in the de- 
fense spotlight. Secretary of Labor 
Frances Perkins recently made her de- 
fense debut when the new super Medi- 
ation Board was established. The 
Department of Commerce early in the 
program conceived the idea of catalog- 
ing government purchasing require- 
ments for the aid of small business. Its 
latest effort is to call a conference on 
consumer goods. 

Left out in the cold was the Federal 
Trade Commission. But President 
Roosevelt changed that on April 11 
when his Executive Order creating the 
office of Price Administration and Ci- 
vilian Supply allowed the FTC to crawl 
into the defense tent. The chairman of 
the commission was given a place on an 
eight-man Price Administration Com- 
mittee. Composed of government rep- 
resentatives of several executive de- 
partments, the committee will advise 
Price Administrator Leon Henderson 
when and if he calls it in. 

. *. * 


Swan song of the Temporary Na- 
tional Economic Committee—a volu- 
minous report recommending among 
other things a Federal licensing law 
and repeal of the Miller-Tydings re- 
sale price maintenance statute—has 
prompted the drafting of at least 27 
bills. Measures to license corporation 








W. L. FINGER 


Mr. Finger, who has been connected 
with The Rubber Manufacturers Asso- 
ciation since May, 1934, as assistant to 
President A. L. Viles and chairman of 
the Rubber Footwear and Tire Manufac- 
turers Divisions, was loaned to the gov- 
ernment in June, 1940, to help set up 
the National Defense Commission. He 
is now one of the consultants in the 
OPM (Office of Production Manage- 
ment.) After receiving his Bachelor of 
Science degree at University of Missis- 
sippi, Mr. Finger was appointed a 
Rhodes 


He was assistant to E. R. Stettinius, Jr., 
and W. Averell Harriman during the 
NRA period. 





and to repeal resale price maintenance 
previously had been introduced in 
Congress. 

Observers who speculate that TNEC 
proposals stand little chance in the face 
of the defense emergency may be over- 
looking a bet. Sponsors of new legisla- 
tion who are unable to seek justifica- 
tion for their bills in the interest of 
national defense can reasonably be ex- 
pected to seek some strategic advantage 
in a situation which may permit non- 
defense legislation to pass virtually 
unnoticed. Under normal circum- 
stances, it might not stand a ghost of a 


chance. 
* * * 


Moca legislation now on the stat- 
ute books originally was given little 
chance of success. Both the resale price 
maintenance law and the Robinson- 
Patman anti-price discrimination stat- 
ute are good examples. More than that, 
legislative machinery today is carried 
under the shadow of a powerful gov- 


ernment lobby. Consumers are becom- 
ing better organized, too, under govern- 
ment auspices. 

Miss Harriett Elliott, consumer com- 
missioner of the new OPACS, main- 
tains close relations with consumer 
groups. Another government office in 
the maze of defense agencies is the Di- 
vision of State and Local Cooperation. 
It encourages the establishment of 
“little defense agencies” in the states 
and most of these have consumer rep- 
resentatives. Even though the activi- 
ties of these consumer spokesmen in 
the hinterlands are inspired from 
Washington, their proposals are certain 
to have pronounced influence in the 
halls of Congress. 


* * * 


P RICE legistration is in the wind but 
Administration price experts are pro- 
ceeding cautiously. Price Czar Hender- 
son has discussed the subject with 
President Roosevelt but is understood 
to have submitted no concrete plan 
for legislative enactment. 

So far Henderson has fixed prices of 
several raw materials consumed by 
heavy industries, has given no intima- 
tion how far down the line he'll extend 
the policy. Whether his enforcement 
powers would stand up under intense 
strain is causing him some anxiety. He 
already is empowered to crack down by 
subjecting violators to adverse public 
opinion but he is understood to be eager 
for the day when exacting statutory 
authority more clearly defines his 
powers. 

> * * 
ESTABLISHMENT of the OPACS 
represents a setback for business men 
on the OPM and a gain for New Deal- 
ers. For several years a close economic 
adviser to the President, Mr. Hender- 
son takes under his wing a new agency 
whose authority is on a par with that 
of the OPM itself. His new job over- 
laps duties already assigned to OPM’s 
divisions of priorities and purchases, 
both headed by dollar-a-year men from 
the business world. As the new price 
administrator, Mr. Henderson retains 
his post as a member of the Securities 
and Exchange Commission. 


* baal * 


UNpDER one plan agreed on in an ef- 
fort to draw a line between overlap- 
ping functions, the Henderson agency 
could order the OPM Division of Pur- 
chases to deny clearance of large gov- 
ernment orders if the prices quoted to 
the government were out of line with 
what Mr. Henderson thought they 
should be. 


e &-."@ 


DEFINED to include footwear made 
by the vulcanizing process, the rubber 
products manufacturing industry was 
the subject of a public hearing called 
for April 21 by the wage-hour division 
of the Department of Labor to consider 
a proposed minimum wage of 40 cents 
an hour. 
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STYLE FORECAST FOR FALL... 


"The Women’s Footwear Fashion Picture as It Appears to St. Louis 
Designers and Style Men on the Eve of Their Show in New York. 


John R. Sutton, designer of Johnson, Stephens & 
Shinkle Shoes, says: “It is generally conceded that busi- 
ness will be ahead of Fall a year ago and that the added 
volume will be done principally in extra sales. In many 
cases this means a second pair of shoes in most women’s 
wardrobes and most likely this extra pair will be a 
brown shoe to supplement the necessary black shoe in 
every woman’s wardrobe. Blues are mentionéd as a 
staple and an all-year round color in some localities. 
The new shade of wine or deep, dark red, which is of- 
ficially called Kona Red, as well as some dark shades 
of green, will have promotional value in the color pic- 
ture. The brown shades will include all of the shades 
of brown from Rico Brown to Golden Tobacco. For 
sport wear in the brown picture, antique tan calf and 
alligators will no doubt enjoy their greatest popularity 
this coming Fall season. 

“From a material standpoint, suedes will be the first 
wanted shoes by everyone in considering Fall shoes, 
especially in black, and the proportion of suedes in the 
brown picture should be heaviest in the first Fall shoes. 

“In considering patterns for Fall, the consensus is 
that elasticized shoes will continue to be the prevailing 
and wanted styles. The silhouettes of elasticized shoes 
will range from the V line to the very highriding step- 
in type, with the volume play for Fall centering on the 
medium height step-in top line. Elasticized shoes cover 
the whole field of shoe requirements, from spectator 
sport type shoes to extremely dressy, faille - trimmed 
suede shoes with dressmaker treatments and bows; ox- 
fords are again being considered a most desirable shoe 
in every retailer’s stock, both spectator types and the 
very dressy oxford using a wide ribbon lace and ex- 
tremely high heels. In the style picture will be a strong 
showing of military effects and mannish looking sport 
shoes. This type of shoe will supplement the loafer and 
low-heeled wedgie shoe of Spring and Summer popular- 
ity. These new sport shoes will cover a wide variety 
of types from step-ins to buckle sabot strap step-ins and 
will have the appearance of those shoes now being shown 
by the men’s manufacturers for service shoes to be worn 
by aviators and officers in the different branches of the 
service.” § ° 


Joseph Rathy, designer of Queen Quality shoes, 
says: 

“Women are more interested in style shoes that flat- 
ter the foot, than ever before. The new trend of styling 
is to make the foot look shorter. Designing the patterns 
along simple new lines gives this short effect, and also 
that light, soft feeling. 

“Pumps with low fronts, such as V throat and round 
throat, will be big sellers. These shoes are treated with 
bows, etc., to give this short effect. Open toes will be 
very good for early Fall selling. The trend in styling 
will be pumps and step-ins, with ties also in the style 
picture. 

“New lasts, such as Walled and Square Recede, will 
also have a tendency to make the foot look short. Monk 
types are in the style picture. There will also be a 
military trend in styling. 

“There will be a large increase in the sale of 14/8 
and 15/8 heel shoes, because there is a growing demand 
for this heel height—especially in youthful types of 
shoes. Even the older woman wants more youthful 
looking shoes. 

“Suede shoes will be first in sales—-black suede lead- 
ing. Browns will show a large increase over a year ago. 
Rico Brown in suede will be the most popular shade. 
Golden Tobacco will be quite strong in calfskins. Kona 
Red, and Paniola shades, in the different leathers, will 
be high colors. And they will be in the style picture. 
Alligator printed calfskins will be strong both in trims 
and in all-over shoes. 

“Antiquing will be stronger than a year ago, in 
calfskins, crushed kids, and alligator printed calfskins. 
Crushed kids and Mezzo Calf will be important for Fall. 

“It is important that the patterns be designed with 
‘eye’ appeal and that they fit after the retailer receives 
them. Style today is very important in the sale of shoes. 
They. must have consumer appeal!” 

* 7 oe 
4. I. Kaplan, stylist for Carmo shoes, says: 

“It seems there will be quite a bit of early buying. 

There are several items I have been working on to bring 
[TURN TO PAGE 47, PLEASE] 
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Sales of Owner Operated Shoe Stores 


March, 1941 


Department of Commerce, Bureau of the Census, Current Statistical Service, Washington 





Dollar Sales 





Number 


Per Cent Change 
=“ * 





O. r 
Firms Mar., 1941 Mar., 1941. 


Report- 
States by Regions _ 


vs. vs. , 
Mar.,1940 Feb., 1941 1 


March, 
940 


February, 
194 


—————————“Cumulative Sales——_——_, 


Per 
Cent 3 Months, 3 Months, 
1 Change 1941 1940 





+44 $2,620,051 


$1,710,656 


+4 $7,057,671 $6,778,024 





+427 214,174 


+19 


+8 


+9 





New Jersey 
Pennsylvania 


197,448 


i 





372,822 
122,604 
44 
98, 
65,473 
41,353 


612 
780 
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West North Central 
a 


105,566 
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175,110 
176,342 


D+: +) ++++4+4] 4+: 


_- 











177,527 





177,672 





761,352 
110,143 


. . oat 
+ C+ ABaAoran 





* Insufficient data. + Less than 0.5 per cent. 





“Dated” Shoes in 
Store Promotion 


Santa Fz, New Mexico—Dated shoes 
will shortly join coffee, mayonnaise and 
what have you in the parade of dated 
merchandise under present plans of 
Mac Feldhake, head of Mac Feldhake’s 
Footwear Store here. 

Mr. Feldhake has found that because 
of the wide variety of novelty styles 

. .ffere@im recent years, customers some- 


times want to know just how new a 
shoe is. By dating each shoe as he re- 
ceives it, Mr. Feldhake says he will be 
able to give customers conclusive proof 
of the newness of all footwear styles 
shown. 

“Women of today,” says Mr. Feld- 
hake, “buy shoes not only because they 
like them but also because they want 
to wear the latest styles. With the 
vast numbers of novelty shoes now on 
the market, it’s impossible for any wo- 
man to be completely familiar with all 


the newest styles. If every shoe bears 
an arrival date, she’ll know at a glance 
exactly how late is the style she’s 
wearing. 

“We feel that the dating idea will 
tend to build increased customer con- 
fidence... Any woman buying shoes here 
will know. that we coudn’t possibly be 
offering her an out-dated style. Of 
course any store that uses such a plan 
would have to maintain a rapid rate 
of turnover.” 
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SCHWARTZ & BENJAMIN 
Original Design 


* 
CONTROLASTICIZED* FOR FALL! 


“Top Hat,” new Customcraft 
Original for Fall with ingen- 
sous “Tabby Rim” 


Just see this smart design’s three claims 
to fame — first, note its tried-and-preferred wall last with open 
toe, typical of Schwartz & Benjamin thinking; second, observe the 
new “Tabby Rim” sole launched by Saks Fifth Avenue; and don’t 
miss the shoe’s quarter—CONTROLasticized to make it mold to the 
foot and keep in shape. Like many other outstanding shoemakers, 
Schwartz & Benjamin swears by the merits of CONTROLastic*, won- 
der elastic yarn by Firestone. You, too, can have the advantages of 
this multi-ply yarn in your stretchable shoes. Why not ask for it? 


“Reg. U. &. Pat. Ort. 


Sculptured Beauty 


Firestone Rubber & Latex Products Co., Fall River, Mass., and Empire State Building, New York 





[34] 








ATTENTION 


RETAIL SHOE 
SALESMEN 


You don’t have to invest any 
money to operate an exclusive 
Health Spot Shoe Shop. Yet you 
get a better result without the 
many responsibilities of owning 
a business. 


Essential qualifications are a 
willingness to work hard, plenty 
of energy and enthusiasm, and 
the ability to get along with 
customers. 


If you qualify, you will be 
placed in charge of a Health 
Spot Shoe Shop, drawing a reg- 
ular salary and sharing liberally 
in the profits of the store. 


Latest data on selling routine, 
window display, budget control 





EXCLUSIVE 
HEALTH SPOT SHOE SHOP 


and monthly operating figures, 
are furnished along with just 
the right amount of intelligent 
instruction to help you operate 
successfully. 


Your ability to fit shoes prop- 
erly, combined with the satisfac- 
tory> results that Health Spot 
Shoes give, will build you a fine 
following of satisfied customers. 
As the store’s volume increases, 
profits go up and so does your 
income. 


If you can furnish satisfactory 
references as to character and 
past employment, send for an 
application blank today. 


HEALTH SPOT SHOE SHOPS, INC. 
INDUSTRIAL AVENUE 
DANVILLE, ILLINOIS 


.ing them everywhere . . 
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Shoe Ads Set the Scene for Summer 


[CONTINUED FROM PAGE 23] 


shoes with city habits . . . new versions 
of the spectator shoe . . . sophisticated 
casuals that are true American types, 
ready for anything, anytime.” Paul’s 
Memphis: “Spotlighting Aristocrat 
Spectators. .. . The classic white-with- 
color-accent . . . worn by smart women 
everywhere with Summer casuals and 
prints. Choose easy to clean white 
buck, sharply contrasted with black 
patent, navy or tan calf.” 

Gudes, Los Angeles, stresses whites, 
saying: “Wanted! WHITE... . Colors 
may beguile our imagination and they 
do create excitement and drama in our 
costumes at various seasons. . .. BUT, 
COMES SUMMER and there’s one col- 
or we demand — fresh cool - looking 
white.” Frost Brothers, San Francisco, 
say: “Another Summer is approaching 
and white elegance in footwear is de- 
grees cooler.” 

Two good thoughts in these: From 
Robinson’s, Kansas City, “Spectators— 
neat new versions, as trim as a yacht 
in full sail.” Stearn’s, Boston, “Randoms 
Spectators were designed for the wo- 
man who follows no fashion madly, but 
is always outstandingly fashionable.” 

Heels are talked about in many of 
the current ads. Regenstein’s Atlanta, 
says, “They are new—Flats! .. . Heels 
are going down! So say the fashion 
soothsayers. Our store stylist has out- 
done himself in designing these clever 
low and flat heel styles. They flatter 
your feet and are so much more com- 
fortable.” From Volk, Dallas, “Low 
heel actives take pinafore heels to speed 
you through warm weather activities.” 

Speaking of play shoes, Sakowitz 
Bros., Houston, says, they’re “perfect 
companions for fun fashions . . . for 
gay days in the broad open spaces.” 
While C. Crawford Holledge, Boston, 
features “Play shoes with personality 
. .. light-weight shoes for light hearted 
hours.” O’Conner and Goldberg, Chi- 
cago, tell their customers: “Wearing 
cool, breezy urbanites is the nearest 
approach to your barefoot days you’ve 
ever experienced. That’s how indescrib- 
ably light and perfect-fitting they are.” 

Saks, Fifth Avenue, New York, get 
some good comparisons and a definite 
customer-appeal in their ad for “Shoe- 
Nets . . . firm (and open) as a fishing 
net, cool as an air-conditioned cocktail 
bar. Designed with all the sophistica- 
tion we’re capable of (and that’s pretty 
far north in sophistication!) to go with 
your fanciest afternoon sheers.” 

Good selling points for a two- pair 
purchase are used in these ads from 
both coasts. Sommer & Kaufmann, San 
Francisco, suggest, “Toes in or toes out 
of your new Spectators. . . . Because 
the season calls for casual clothes, and 
more casual clothes, and you’ll be wear- 
. you'll want 
some casual spectator shoes which let 
your toes peep out for your in-town 


use ... and others that protect your 
toes completely in the suburbs or coun- 
try.” McCreery features, “Brown-and- 
white for amateur rubes . . . designed 
for halcyon days in the country. Sturdy 
brogues for cross-country striding, lean- 
lined pumps for casual summer pur- 
suits. ‘ 
And here are intriguing words ex- 
pressing interesting ideas for your note 
book of Summer ad helps: Cool as let- 
tuce . . . crisp and fresh as ice itself 
. . cool as a tall frosted drink ... 
placidly cool in the Summer scene. . 
beautifuliy cool these torrid days . . . 
keep cool during the most wilting Sum- 
mer days .. . what a colorful Summer 
you’re going to have . . . blaze-of-glory 
colors ... you'll lounge in them, you'll 
loaf in them, you'll live in them.” 





Sees Big Season for 
White Combinations 


MONTGOMERY, ALA.— First indica- 
tions in Summer buying trends in this 
area are beginning to be felt in various 
quarters, particularly in quality and 
salon type stores, where women cus- 
tomers like to make early purchases in 
order to get a better selection of styles. 

Early interest is in the two-tone, both 
in dress and casual type shoes. The 
all-white shoe will be pushed into sec- 
ond place, is the prediction of M. M. 
DeShields, manager of Alex Rice shoe 
department, and veteran shoe merchant 
of this city. Mr. DeShields thinks that 
the two-tone, particularly the blue and 
white combination, will be the leading 
seller, with brown and white, black 
and white and the ever-popular saddle 
tones as runners-up. 

Wedge heels are hardly noted at all, 
and appear only in play shoes, giving 
place to the Dutch boy heel, which is 
apparently slated for a big’ season, 
with a multitude of followers. 





Adds to Factory Staff 
For Government Orders 


ATHOL, Mass.—About 200 additional 
employees will be put to work by the 
Ansin Shoe Manufacturing Co. as a 
result of a new government order for 
125,000 pairs of Army service shoes, 
according to Sidney D. Ansin, owner. 

The local plant has been working 
on three sizable orders for the govern- 
ment. The new order, which is. the 
largest, of these, will require doubling 
the present factory capacity, Ansin 
said: Considerable new machinery will 
be installed as soon as possible in order 
to complete the contract by August 31. 

With the addition of 200 more em- 
ployees the number employed by the 
Ansin Co. will come close to the thou- 
sand mark. 
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LO PRESTI 
Original Design 


* 
CONTROLASTICIZED* FOR FALL! 


“Aero” Pump with copper 
stitching on strap and beel 


Straps and buckles. . . 
watch for them in dressy Fall shoes! Here’s a Number One pattern 
from the house that launched the dazzling baby shoe last: “Aero” 
pump, a prophet of shoes to come. Its simple, restrained, molded- 
to-the-foot lines are achieved by CONTROLastic* backing cloth. 
Lo Presti is only one of many leading shoe designers who use 
CONTROLastic to give long-lasting control and sculptured fit to 
their leaders for Fall. CONTROLastic, the Firestone wonder elas- 
tic yarn, is multi-ply for multiplied strength. Why not enjoy the 
advantages of CONTROLastic in your stretchable shoes for Fall? 


“Reg. U. 8. Pat. Ort. 


Sculptured Beauty 


Firestone Rubber & Latex Products Co., Fall River, Mass., and Empire State Building, New York 
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\ Treat Your Customer 
As You Treat Your Guest 
- [CONTINUED FROM PAGE 19] 

If, in your before-mentioned diag- 
nosis you have found some imperfec- 
tion, mildly state that although her feet 

| seem in good order they do show some 


MEET THE __tesstnitettine. Or, it her fect ae 
STYLE 
DEMANDS 





in good order, you may flatter her 
slightly by stating, seldom do you find 
feet so nearly perfect, and she can de- 
pend on our shoes keeping them that 
way. 

Never discuss size with your cus- 
, tomer if you can possibly help it. Many 
| women have the idea they wear a cer- 
| tain special size, and are often offended 
| if you tell them they wear a larger size. 



















aity dns 


Fashion says “Go MILITARY.” 






Already, military style shoes are on 
the market and more are to follow 
shortly. As usual, Fairy Forms are in 
step with these new styles. As rapidly 
as shoe manufacturers introduce these 
styles, Fairy Forms can be supplied to 
display them to best advantage and in 
full glamorous dress. 










Military style shoes must be perfectly 
formed. They must reflect a truly mili- 
tary atmosphere—alert, erect and pre- 
cise. Light weight, resilient Fairy 
Forms, made over the shoe manufac- 
turers’ own lasts, assure that perfect fit 
so mecessaty to correctly form and 
glamorously present the new military — 
model shoes. 









/ 
} 






; 
’ 


Write us for information about 
Military style Fairy Forms. 


SHOE FORM CO. Inc. 
AUBURN, N. Y. 





| 
| 


; 


/ 














The size is your business; keep it to 
yourself if possible. 

| Get the shoe you know will fit her 
properly; the correct fit in the end will 
| win her for you. Do not substitute a 
| wrong size, if you do not have the 
proper size. You are losing money for 
yourself and your employer when you 
do. 

The first shoe you show your cus- 
tomer is the one that comes nearest to 
meeting her demand. To keep her in 
a favorable frame of mind is your aim. 
Show her that shoe in the size you are 
sure will fit her, otherwise your ability 
as a fitter, in her opinion, will be some- 
what weakened. Remember you are an 
expert fitter and know your business. 

If you do not have the certain type 
or style she asked for, show her the 


' nearest style or combination you have 


to the one she desires. If it is neces- 
sary to show her another style than the 
one she had in mind, do not have her 
feel you are evading her wants but ex- 
plain to her that the style she prefers, 
or the size she requires, is not now in 
stock, but you will gladly order it in 
special for her if she wishes. 

Remember, you are at her service— 
that the store you represent is at her 
service. 

Explain to her the shoe you are about 
to show her is not the shoe she asked 
for, but is similar in style and avail- 
able in her proper size. Ask her permis- 
sion to try it on (right here you might 
use a bit of psychology—by making a 
gesture suggesting she permit you to 
slip it on her foot.) Shoes, you know, 
are sold on the foot, not in the hand. 

(Part II WILL FOLLOW IN AN EARLY 
ISSUE. ) 


_—_— 


Home Town Store 
[CONTINUED FROM PAGE 17] 


children’s departments popular. 

The store has stuck to a policy of 
honestly endeavoring to meet the re- 
quirements of its trade. Consequently 
it has developed a customer confidence 
which is of great value, and has in- 
creased its trading area. 

Mr. Burch’s belief that trade can be 
kept at home, when a store gives qual- 
ity and service plus, has been justified. 
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PINCUS & TOBIAS 
Original Design 


* 


CONTROLASTICIZED* FOR FALL! 


“Jabot,” new Urbanite 
creation for Fall 


The demand for dressed-up 
dresses with pleated tiers across the front inspired James Kean 
to design “Jabot.” Tunic-like tiers of perforated suede overlay 
the vamp. Notice the smart, new U-shape throat. And, like many 
other pace-setting shoe men, Designer Kean uses CONTROLastic* 
in his new Fall numbers to make them fit glove-like and give 
joyful comfort on the foot. CONTROLastic, Firestone’s wonder 
elastic yarn, is unique; it’s multi-ply for multiplied strength. It can 
add life to your stretchable shoes for Fall . .. why not specify it? 


“Reg. U. 8. Pat. Ort. 


Sculptured Beauty 


Firestone Rubber & Latex Products Co., Fall River, Mass., and Empire State Building, New York 
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To manufacture the same shoe at lower cost does not 
require the mythical powers of Aladdin’s Magic Lamp. 
... It is not simple, but can be accomplished by a care- 
fully planned operation which eliminates all but essen- 


tial costs in the shoe itself. 


MODEART shoes are manufactured in accordance 
with the highest and strictest standards of the industry. 
Every material is of quality. Our five (5) new lasts 
for Fall 1941 give us complete coverage from 9/8 up 
—all definitely proven fitters. 


We can double the NET PROFIT on $6.50 and $6.75 
retailers for those who handle MODEART shoes as a 
line. We believe we can do this for you—representative 
can explain our simple program to you in two minutes. 


Wire for salesman, he is now in the territory with com- 
. our finest to date. 


plete Fall Line . 


Visit New York sales 
room during convention. 
Room No. 1095, McAlpin 
Hotel, Ben K. Farnham, 
Rep. 


MOULTON-BARTLEY, INC. 


ST. LOUIS 


SHOES 
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Southwestern Convention 
— Hotel Texas, Fort 
Worth, Texas. Walter B. 
Taylor, Rep. 


MISSOURI 











Quality Theme of Fashion 
Group Luncheon 


New York—Fashion Group of New 
York held its May luncheon in the ball- 
room of the Biltmore Hotel, Monday, 
May 5. The question under discussion 
was “What is Going to Happen to 
Quality?” Speakers were Herbert 
Sondheim of Herbert Sondheim, Inc., 
a manufacturer of quality ready-to- 
wear; Mrs. Sara Pennoyer, fashion co- 
ordinator of Bonwit-Teller, Inc.; and 
Leo Cherne of the Research Institute 
of America, who acted as “interlocu- 
tor.” 


All speakers pointed out the fact 
that we are coming into a quality mar- 
ket as a direct result of war conditions 
and the defense program. Mr. Cherne 
emphasized that we are passing from 
a period of “sale” capitalism into a 
period of “use” capitalism. The con- 
sumer has begun to ask for the best 
in any given price range. She wants 
merchandise that is made better, looks 
better and will last longer. 

Mr. Sondheim took up the question 
of consumer education in quality goods 
as the chief means of increasing the 
sale of this merchandise. He pointed 
to the fact that the painstaking opera- 


tions and fine craftsmanship, typical of 
quality goods, are not apparent to the 
average woman. They must be ex- 
plained so that she will know why this 
merchandise is worth its purchase 
price. He suggested education as a 
means of opening up the important 
college group as a new market. 

Mrs. Pennoyer discussed the impor- 
tance of the psychological effect of good 
clothes on women—especially in times 
of stress. She suggested definite ways 
of selling the idea of quality to the 
customer—by explanatory tagging of 
merchandise, better training of adver- 
tising copywriters, better training of 
salespeople and education through win- 
dow displays—taking the customer be- 
hind the scenes and showing what went 
into the quality garment she is pur- 
chasing. 


Pidgeon Welcomes 
500 New Citizens 


RocHEsTer, N. Y.— There was a 
dramatic spectacle the other night when 
William Pidgeon, nationally known shoe 
retailer, welcomed 500 men and women 
to their new estate of American citizen- 
ship at a Chamber of Commerce dinner 
—the fourth such welcome he has given 
in two years. 

Here they were representing 30 dif- 
ferent countries—some of them now 
warring against each other, with rela- 
tives of many on firing lines of both 
sides—getting acquainted and making 
friends. 

“There are two basic ideas in the 
world,” said Mr. Pidgeon. “One is 
that when men differ, especially politi- 
cally, they must hate each other. 

“The other idea is that men may 
differ in race, religion, color, historical 
background and philosophy, yet may 
be friends and dwell together in peace. 

“In this great hall are 1,000 persons. 
They represent practically a cross sec- 
tion of the races of the earth. . They 
are all different. Yet you have not 
only talked with each other, and eaten 
together, but you have actually sung 
together—proving it can be done. 

“Do you know, my friends, that mil- 
lions of people throughout this war- 
torn and saddened world would give 
everything they possess if they could 
only be in this hall tonight?” 

A moment of silent contemplation 
followed the question, then came 
thunders of applause. 


Chippewa Adds Space 
For Increased Output 


CHIPPEWA FAaLis; Wis.—The Chip- 
pewa Shoe Manufacturing Co. has 
leased additional space here and will 
shortly increase output from 1500 pairs 
of shoes daily to 2000 pairs a day. Ad- 
ditional equipment will be added to 
permit the increase in production, 
which is necessitated to meet the do- 
mestic demand for the company’s shoes, 
according to J. B. Piotrowski, presi- 
dent. The company manufactures boots 
and shoes for men and boys. 
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A 
NEWTON ELKIN 


Original Design 
* 
CONTROLASTICIZED* FOR FALL! 


“Monterey” 
Sling Pump 


NEWTON ELKIN designs an early Fall number that 
deserves more than a second look . . . a pretty, dainty, dressy pump 
of perforated tissue suede, backed from toe to sling strap with 
CONTROLastic* cloth. This new, lightweight construction is pos- 
sible because of multi-ply CONTROLastic, wonder elastic yarn by 
Firestone . .. renowned for its great strength and long-lived stretch- 
able come-back. Newton Elkin, like many other leading shoe de- 
signers, uses CONTROLastic backing cloth for his Fall forerunners. 
Yet CONTROLastic costs no more than ordinary, elastic yarns! 

“Reg. U. 8. Pat. Ort. 


Sculptured Beauty 


Firestone Rubber & Latex Products Co., Fall River, Mass., and Empire State Building, New York 
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New Hart Store 
Opened in Corning 

Corninc, N. Y.—Hart’s Boot Sho) 
takes its place as an attractive addi- 
tion to business enterprises of this city 
in a new home designed with artistry 
to meet requirements of modern mer- 
chandising. 

In it are embodied ideas developed 
by its owner, John J. Hart, during 33 
years of experience in shoe stores. In 
it he will be assisted by his son, Joseph 
Hart, well known in business and socia! 
circles. Formally opened on April 5, 
the establishment attracted many vis- 
itors. 

Located at the southeast corner of 
East Erie Avenue and Pine Street, the 
store was remodeled throughout to give 
opportunity to exemplify new trends in 
shoe retailing. 

Large signs on both the Erie Avenue 
and Pine Street sides of the store take 
full advantage of the location for ad- 
vertising and display windows are also 
on both thoroughfares. 

The windows are finished in white, 
with white venetian blinds in the back- 
ground. 

Decorations of the store comprise a 
peach background, with light gray and 
brown. Shadow boxes for special dis- 
plays are at intervals throughout the 
store, which has fluorescent lighting 
both in the store and display windows. 

Mahogany chairs upholstered in blue 
leather, with fitting stools to match are 
placed about on a large taupe rug 
which covers the floor, except for 
marble-colored borders. The office is in 
the rear. 

Most of Mr. Hart’s years in the shoe 
business have been spent in Corning. 
He formed an association with Edward 
H. Gray which continued seven years 
GREAT FOR GOLF —“KING BY” SOLE under the firm name of Gray & Hart. 
This was succeeded 17 years ago by 
This is the most practical of soles for the one good number you Hart & Matson, but last January Clif- 

PBR os ’ 1 nig : ford H. Matson purchased the interest 
need in golf shoes. Here's why! The Cord on-end cleats give of les Savther, whb then benud eas 
rigid stance on tee or fairway. On wet fairways they do not ab- arrangements for the new store. 


sorb water, being water-proof, and slip-proof! They do not mar 
club-house floors, and they are great for comfort when worn for | Minneapolis Store Opens 


lounging about. New Men’s Department 


MINNEAPOLIS, Minn.—A _ complete 
modern men’s shoe department is one 
#374—SKOKIE LAST. of the outstanding features in the new 
A typical plain toe golf oxford with a chocolate Gro-Cord #90 “‘Cord Rossman’s clothing store, known as the 
eh ee ee ee “Store of Tomorrow,” located at 6th 

In stock A 7/2/12, B 6/12, C 51/2/12, D 5/12, E 5/12 | and Nicollet, which opened here, re- 

Cataleg on request ae The + wo aor tgnane! is a 

a rear of the store and is imme- 

ee COMPANY diately visible from the front entrance. 

P. J. Kerper, who for 30 years was 

manager of the shoe department at the 
| Standard Clothing Co., is in charge. 




















Named Children’s 


Nothing can equal the original and genuine cord-on-end soles and 
heels, produced for 20 years under patents of inventor. Shoe Manager 


CoLumBuUs, OHIO — Mrs. Charliena 


LIMA CORD SOLE & HEEL COMPANY + Lima, Ohio Gaa has been appointed manager of 


the children’s shoe department of the 
Fashion, Columbus, Ohio. 
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GENUINE MARACGALY 
eee 


Miievtcan shoe designers of note find 
GENUINE MARACAIN* a most adaptable 
leather for their tailored-in-the-trend 


presentations for Fall. 


In its original fashien- inspired colors, antiqued 


(beotmaker finish), highly polished, GENUINE 





MARACAIN* will be a fea- tured leather in all 


leading shoe lines at the Fall Showing ... May 12. 


* Designates a hand-grained kidskin originated by New Castle 


Division. Genuine Maracain is not an embossed leather. 


New CO, stle Aj oO Alllied e Xid catty 


100 Gold Street, () low York City 


5 








Why Do Fortune Shoes = 
Nell More Than Any Other Brand?) 


Gentlemen of the Retail Shoe Trade, here are 
some facts you will want to know: 


More Fortune Shoes are sold by independent 
retailers than any other brand in this price 
range in America. 


This Fortune leadership is no accident. We 
believe it results from two major factors: 


First, Fortune Shoes have always been good 
shoes. Authentically styled, conscientiously 
built. 


Second, Fortune Shoes have always been 
merchandised under a strong Dealer Pol- 
icy that is shaped for the direct profit of 
the shoe merchant. 


As to the first factor: Several sources, other 
than our company, can supply you with good 
shoes in the Fortune price range. Not as good, 
we think, as Fortunes, but good shoes. 


It is the second reason behind this Fortune 
leadership that we feel you should know and 
understand. 


For this is the Fortune Dealer Policy that has 
won for us the thousands of friends in the 
retail shoe trade whom we are so proud to have 
on our books . . . and the goodwill of the finest 
shoe stores in the country. 


We prize that goodwill, recognizing it as, be- 
yond question, our most valuable asset. We 
are determined to keep it. 


The Fortune Dealer Policy answers a multitude 
of your problems. Under its operation, for one 


thing, we assume the responsibility of stocking 
your shoes. By utilizing the Fortune In-Stock 
Department, your retail business moves at a 
fast turnover without the risk and responsibility 
of heavy inventory. That is just one of the 
important functions of the Fortune Dealer 
Policy. 


The understanding, helpful work of our Credit 
Department is another. The far-sighted effi- 
ciency of our Purchasing Department, and our 
young, alert factory personnel, are others that 
combine to get good shoes, and advantageous 
prices on them, for you. 


Fortune Shoe Advertising, too, is listed under 
this Dealer Policy—because every piece of it is 
designed with one thought in mind: to help the 
Fortune dealer increase his business. 


A Coast-to-Coast Radio Network, The Satur- 
day Evening Post, Liberty and Esquire Maga- 
zines are some of the important national media 
that have carried Fortune Advertising, far and 
away the most extensive ever run on men’s 
shoes in this price field. 


There are numerous other dealer-help factors in 
the operation of the Fortune Dealer Policy. If 
you are a Fortune dealer, you are familiar with 
them, and understand Fortune’s leadership. 


If you are not a Fortune Dealer, perhaps our 
franchise is available to your store. Remember 
that more independent retailers make more profit 
with the Fortune line than any other in this 
field. 


We know that it will pay you to investigate. 
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Fortune Will Stay 


Salesmen now out with the new Fall Fortunes can 
show you, in twenty minutes, how Fortunes plan 
to stay in first place next Season. 


Three Fortune ‘Profit Packages’’ of dealer adver- 
tising, supported by three Fortune advertisements 
in Esquire magazine, again will help more dealers 
make more money with the Fortune line. 


RICHLAND SHOE COMPANY 
A DIEVisiron OF 


GENERAL 


oa, 
é 






in First Place Next Fall 


A co-operative newspaper and radio advertising 
plan, de luxe motion displays, direct mail and 
novelty material all fit into the Fortune pattern 
of faster sales and profit. 


Of course, the new Fortune line itself is right. It 
is styled and built that way, every season. The 
Fortune line is the leader. See it before you buy. 


e NASHVILLE, TENNESSEE 





SHOE CORPORATION 





DDED SALES FEATURE 


BETTER STOCK CONTROL 
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E-W FIBRE-SORTING is A VALUA 


England Walton soles are sorted by fibre structures unde 

















r the almost 


scopic” eyes of experienced sorters. Matched, E-W soles have more even 


ability,” and shoes keep their shape longer: 


SFIED cust 


Even flexibility, eve® arch support € 

ss and finish— are qualities tha 

n fibre-sorted soles cost "0 more: 
ales points — 4 no extra cost tO you! 


ndable texture, 


stay sold. England 


ou, too, can give your customers 


MANUFACTURERS? Did you know that E-W fibre-sorted soles have saved as 


much as 4” pour a day in the sole room: 


England Walton Division A. C. Lawrence Leather Co. 


Boston, Camden, Pea 


body, New York, St- Louis, Columbus, 


Milwaukee. Los Angeles. San Francisco, Ashland, Ky-> 
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ewport, Tenn» Hazelw 


ood, N. C- 





QUICKER TO SOLE 


ENGLAND WALTON/%SOL 





EASIER TO SELL 
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THIS WEEK IN THE 


SHOE TRADE 


TORNEWS 


Saturday, May 10, 1941 


National News 





Hide Prices Advance in Stronger Market 





Despite Washington Efforts to Maintain Existing Levels, Eco- 


nomic Factors and Shipping Situation Point 
to Increasing Firmness 


New Yorx—aAfter a protracted peri- 
od of lassitude in the hide market, both 
trade and speculative participation on 
the buying side carried quotations into 
new high ground for the life of the 
traded deliveries. For the first time in 
several weeks the hide market gave 
definite indication of being lifted out 
of its rut. The spell of restricted price 
movements and the monotony of small 
volume of trading in the futures mar- 
ket can be directly ascribed to the ever 
present apprehension of possible action 
by Washington. 

Several utterances have emanated 
from official Washington to the effect 
that the hide and leather markets were 
being scrutinized carefully by the pow- 
ers that be. Recently, Leon Henderson, 
head of the Office of Price Administra- 
tion and Civilian Supply, indicated that 
the government would resort to price 
fixing if necessary to hold advances in 
check. Subsequently Donald Nelson, 
head of the Purchasing Division of the 
OPM, indicated he did not believe it 
necessary to fix prices on hides, but 
that the government might have to fix 
the price of army shoe leathers, or 
even go so far as to buy leather and 
have shoes made on contract if the 
army can purchase leather at lower 
prices than the trade. A proposal was 
also made to use composition and rub- 
ber soles in place of leather, if need be. 

There is no gainsaying that the un- 
derlying situation in hides remains 
strong and is becoming stronger month- 
ly. The rate of consumption in the 
United States makes the import ques- 
tion an important one and the freight 
space situation prominent. Leather 
business has been and continues excel- 
lent. As a matter of fact, tanners are 


said to be in a comfortable position and 
are well sold up with a broad unsatis- 
fied demand at their door. In contrast 
to their position in previous years, tan- 
ners are rather satisfied to turn down 
business for more déferred deliveries, 
realizing that such is no more than a 
buyer’s option. 

The statistical position in hides has 
been definitely improving with decreas- 
ing stocks again indicated, and during 
the month of March total stocks of 
finished leather in all hands in equiv- 
alent hides decreased to the lowest 
levels since September, 1940, and with 
that exception are the lowest on record, 
representing less than two months sup- 
ply on the basis of current leather con- 
sumption. 

Consumption in this country is: run- 
ning at the rate of almost 24,000,000 
hides per year. This, of course, means 
that domestic production must be sup- 
plemented with importations. It is not 
a question of a shortage of foreign 
hides. On the contrary, foreign hides 
are now more plentiful than they have 
been in a considerable time, but it is 
the uncertainty over the freight situa- 
tion which will continue to command 
more and more attention. With the ad- 
ministration’s proposal of a formation 
of a two million-ton shipping pool, and 
the increasing shipping losses suffered 
by the British, how muth of U. S. ton- 
nage will be diverted to the North At- 
lantic remains a matter of conjecture. 
It is the talk that a further freight 
rate advance from the Argentine to the 
U. S. may be in the making by June 1 
and all this combines to formulate the 
price of raw hides. 

‘fhe Tanners Council of America, in 
[TURN TO PAGE 46, PLEASE] 


President of Well Known 
Brockton Firm 


BrRockTon, Mass.—William E. Doyle, 
Jr., president of the Doyle Shoe Co., 
Brockton, served the company as trea- 
surer for four years before being 
chosen to his present position. In close 


WILLIAM E. DOYLE 


association with his well known father, 
William E. Doyle, Sr., and his younger 
brother, Donald C. Doyle, vice-presi- 
dent, he is highly regarded throughout 
the shoe trade. In addition to an un- 
usual capacity for hard work, he has 
exceptional style and sales ability. 
Speed, timing and accuracy are routine 
with “Billy Junior.” He is a graduate 


. of the. Brockton local. .schools. and 


Harvard University, where he distin- 
guished himself as a member of the 
track team, as was also the case dur- 
ing his high school years. He is an 
active member of the Thorny Lea Golf 
Club of Brockton, the Pi-Eta and 
Harvard Clubs of Boston, a director in 
the Brockton Chamber of Commerce 
and a member of the Brockton Y.M.C.A. 





311—Turf Tan and 
White Elk Sport 
Pac Moccasin Ox- 
ford. Flexible 
leather Sole and 8/8 Rubber Heel. 


310—As above in Brown and White 
Elk. AAA 5-9; AA 4'%-9; A, B, C, 
4-9. Available in 8/2-3 also. 


484—White Elk with Tan Calf Sad- 
dle and Back Stay. Red 14 Iron 
Rubber Sole, 6/8 Wedge Heel. 


483—As above in White with Blue. 
Blue Sole and Heel. AAA 5-9. 
AAA 4-9. A, B, C 4-9. Availa- 
ble in 84 to 3, also. 


GET ready now for the many profitable sales you'll be 
making within the next two weeks with these classic 
tan and white saddles and pac mocs by W. L. Kreider. 
Outstanding among all the shoes in the growing girl's 
wardrobe, these two shoes are famous for fit and flexi- 
bility; just right for hiking, active sports and good look- 
ing enough for anything she'll be doing this Summer. 


Have You Seen W. 


THE W. L. KREIDER’S SONS MFG. CO., INC. 
PALMYRA, PENNSYLVANIA 


L. Kreider's 
The Shoe Young America Is Talking About? 
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Parade 


IMMEDIATE 
DELIVERY* 


$4.00 TO $5.00 RETAIL 








Hide Prices Advance in 
Stronger Market 
[CONTINUED FROM PAGE 45] 


a recent summary, indicated that 
present shoe and leather prices are 
relatively low, and also stressed the re- 


sentment expressed by the trade over - 


“unwarranted implications of mislead- 
ing attention given to leather and 
shoes” in recent statements by various 
defense agencies. According to the 
council there is no greater value avail- 
able to the consumer today than in 
shoes. Supporting this opinion it was 
pointed out that hides and skins make 
up about 65 per cent of tanners’ costs. 
Leather, in turn, is the major cost 


factor in shoes. However, with the ex- 
ception of a few types of skins which 
can no longer be imported from Europe, 
raw materials are not high. For ex- 
ample, packer hide prices currently 
range from 13 to 14% cents a pound, 
compared with the average of 14.8 
cents since 1900. 

Shoe prices according to the council, 
are actually and relatively low. Army 
service shoes now average $3.32 com- 
pared with the 1929 level of $3.55 and 
a 1937 average of $3.29. The U. S. 
army has paid about $1 a pair less 
than has the Canadian government for 
an almost identical shoe. 

Leading domestic packers are well 
sold up, having less than a working 
normal stock unsold. Tanners are ex- 


periencing an excellent leather busi- 
ness, and consequently are in need of 
increased quantities of raw hides, and 
it is the general impression in packers’ 
quarters that tanners will be compelled 
to pay somewhat higher prices for the 
better quality hides that are becom- 
ing available. 

Hide statistics for the United States 
during the month of March, the last 
available figures, show a further reduc- 
tion in stocks but imports continue at 
nearly a record-breaking rate, which 
is serving to make up for the deficit in 
domestic production. 


Third “210” Banquet 
To Be Held June 4 


Boston, Mass.—The 210 Associates, 
Inc., has announced that their Third 
Banquet and Entertainment will be 
held Wednesday evening, June 4, at 
the Hotel Statler in Boston, during the 
Boston Shoe Fair, sponsored by the 
New England Shoe & Leather Associa- 
tion. 

“This affair will surpass by far the 
two previous highly successful ban- 
quets of the Associates,” stated Abe W. 
Berkowitz, president, in announcing 
this banquet to the trade. “A top-notch 
program is planned, and preparations 
are being made to accommodate the 
maximum attendance of 1000 dinner 
guests in the Imperial Ballroom Suite 
of the Hotel Statler. The banquet com- 
mittee is headed by T. Kenyon Holly, of 
the Holly Shoe Co. Other members of 
the committee are D. J. Seletsky, 
Bourque Shoe Co.; Robert H. Ross, 
Twin Lastique Products; A. A. Bloom, 
Saco-Moce Shoe Corp.; Walter Rein- 
stein, John E. Daniels & Co.; A. A. 
Cerf, Venus Shoe Corp.; Frank Rosello, 
Frank Rosello & Co.; Eddie Goodman, 
Frank C. Meyer Co.; Barney Kane, 
A. S. Burg Co.; C. Henry Jacobs, A. 
Jacobs & Sons Co.; and Sam Miller, 
Emerson Shoe Co. 

While preparations for the banquet 
are being made, advertisements for 
the Souvenir Program Book, which will 
be distributed at the affair, are being 
received daily. 

All proceeds from the Program 
Book will be donated to the Relief Fund 
of The 210 Associates, Inc. This or- 
ganization has, since its inception a 
year ago, contributed many thousands 
of dollars in extending financial as- 
sistance to those in the industry who 
were in need. 

The program committee this year is 
headed by Nathaniel P. Lyons, of the 
Saco-Moc Shoe Corp. 


Named Shoe Buyer 
At Tucson Store 


Tucson, Artz.—Bob Crews, for the 
last several years in the shoe depart- 
ments of Bullock’s in Los Angeles—first 
at Wilshire and then downtown—has 
recently become women’s shoe buyer 
for Steinfeld’s, leading department 
store here. 
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Style Forecast for Fall... 


[CONTINUED FROM PAGE 31] 


into the designing of our shoes, but it seems I always 
find myself back to the same bases that have been suc- 
c:ssful in the past two seasons and are still very much 
ir demand—such as V-throat and round throat and 
e.asticized pumps in high heel shoes with bows, mostly 
l.rger than ever before. 

“Treatments seem to be the big thing, and we are 
g-eatly concerned about low heel type shoes in perfo- 
r.ted and softy types. 

“I am also greatly concerned about embroidered 
sioes, as we have been very successful with them.” 


Charles E. Goodrich, stylist for Vitality shoes, 
says: 

“As we see it, the Fall trend in style will be mainly 
along present lines in so far as elasticized shoes are con- 
cerned. This represents a very great percentage of the 
volume. Women like the snug fit of them and the ease 
with which they get into and out of them. 

“Variations of design are great and run from pumps 
to high fronted step-ins. Ornaments, bows, appliqués, 
inserts, all in a wide variety of types and patterns, lend TO RETAIL AT 
individuality and interesting appeal to each new shoe. $50 $ 

“The military, the mannish, the early American, and am 7 
other themes seem sure of acceptance and go hand-in- 
hand with the increased use of walled lasts in all heel — sr 
heights.” 


John Stiebel, designer of Kane, Dunham & Kraus 
shoes, says: 

“In spite of the abject resolution that there is 
“nothing new,” buyers will look for new things and 
aggressive manufacturers will show them. 

“Look for new gondolier backs, new braid patterns, 
new buckle effects, new spur guards, new top lines, new 
sabot influences, new edge treatments, and new and Here’s the COMPLETE line — the 
subtle spat effects—they’ll all be shown, and they'll BALANCED line—the line for EVERY 
be bought. man who comes into your store 

“Abhor, if you will, the dive into military influences, New style hits plus fast-selling 
but they, too, will be with us. staples—in shoes that say ‘Forward 

“Dress shoes will be dressy, tailored shoes will be \ ' , , 
tailored and casual shoes will be casual—no compromise Hem 
can be very effective. 

“Tt is easy to accept that calfskin, alligator, and crush- Our salesmen are showing them 


. . ” 
ed leathers will cut into the suede volume. now. A post card will bring our 
representative fo you. 


to profits for wide-awake 


J alelsMea-tiell (ta; 


7” * 7 


A. C. Fleener, designer of Blue Ribbon Naturalizer 
shoes, says: 

“Naturalizers will strongly emphasize roomy wall M A R K T W 4 N 
lasts for eee ws shoes in all heel heights for Fall— Division International Shoe Ca. 
as exemplifying the return to more severe tailored foot- 
wear, This interest will, undoubtedly, influence the sell- 21 HUDSON ST., NEW YORK CITY 

[TURN TO PAGE 59. PLEASE] 
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Custom Built Shoes 
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"ONE NE INCH TALLER 
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Pessemier Buys 
Burnett Store 


Boise, IpanHo—Albert H. Pessemier 
has purchased the Burnett Shoe Co., 
218 North Eighth Street. 

For several years he was shoe buyer 
at the La Mode in this city and more 
recently was connected with stores 
throughout southwestern Washington. 
For six years he was buyer for Prof- 
itt’s Department Store in Centralia, 
Wash. 

Assisting Mr. Pessemier at the store 
is Ernest Burnett, who was a salesman 
at the store when it was owned by Fred 
Burnett. 

Mr. Pessemier said that no extensive 
_ ‘remodeling plans or major changes are 
now under consideration, but empha- 
sized the new would 
“maintain the high level of service and 
value established by the Burnetts.” 
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Sports Writer Guest Speaker 
At Boston Shoe Club Meeting 


Boston, Mass.—The presence as 
chief speaker of “Bill” Cunningham, 
noted sports writer and columnist, at- 
tracted a capacity of 125 members and 
guests to the 52nd annual dinner meet- 
ing of the Boston Boot and Shoe Club 
held April 30 at the Copley-Plaza 
Hotel, this city. Mr. Cunningham, who 


FRANK C. DONOVAN 
Newly-Elected President and 
Treasurer of Boston Boot and 

Shoe Club 


has recently joined the staff of the 
Boston Herald, went on the air from 
the head table at 7:45 over the Yankee 
Network, describing the life of the 
country’s new army in the training 
camps in various parts of the country. 
Following this prepared address he 
talked informally on the sports outlook 
for 1941. Presiding at the meeting was 
retiring-president Francis B. Master- 
son who has held that office for three 
years. 

The report of the nominating com- 
mittee presented by Colonel Charles T. 
Cahill, chairman, was unanimously ap- 
proved and the following officers of the 
Boston Boot and Shoe Club were elected 
to serve during the 1941-1942 season: 

President and Treasurer: Frank C. 
Donovan, F. C. Donovan, Inc., Boston; 
First Vice-President: Arthur L. Evans, 
L. B. Evans’ Son Co., Wakefield; Sec- 
ond Vice-President; John E. Daniels, 
John E. Daniels Leather’ Co., Boston; 
Third Vice-President: W..J. McHenry, 
The Linen Thread Corp., Boston, and 
Secretary: Maxwell Field, Boston. 

Executive Committee: Charles. T. 
Cahill, United Shoe Machinery Corp., 
Boston; Harry M..Came, American 
Hide and Leather Co., Boston; Alfred 
F. Donovan, E.‘T. Wright & Co., Inc., 
Rockland, Mass.; Albert Doyle, Brock- 
ton, Mass.; Harry E. Gardner, Amer- 
ican Oak Leather Company, Boston; 
James T. Gormley, 
Leather Co., Boston; Julius Hollander, 
Amalgamated Leather Companies, Inc., 
Boston; Paul C. Krippendorf, East 
Lynn, Mass.; Fred Lesh, Jr., Kistler, 
Lesh & Company, Boston; Francis B. 


Day - Gormley 


Masterson, Hub Shoe Company, Bos- 
ton; John F. Murphy, Ohio Leather 
Corporation, Boston; S. N. Nectow, 
A. C. Lawrence Leather Company, Bos- 
ton; Raymond A. O’Shea, Howes Bros 
Co., Boston; William M. Slattery, Slat- 
tery Bros., Inc., Boston; James E. Wall, 
Wall-Streeter Shoe Co., Inc., North 
Adams, Mass., and Eugene L. Wyman, 
United States Leather Company, Bos- 
ton, Mass. 


Herbst Family Well 
Represented in Army 


MILWAUKEE, Wis.—There are prob- 
ably few shoe families in the country 
so well represented in the United 
States Army as are the Herbst’s of the 
Herbst Shoe Company, here. Two sons 
of the firm heads are now in active 
service and another is waiting an early 
call. 

First to go was John, son of J. W. 
Herbst, who for the past year since 
graduating from Beloit College, has 
been working in the advertising and 
sales departments of the firm. He is 
stationed with Company 6 in the 78th 
Infantry training batallion at Camp 
Roberts in San Miguel, Calif. He is a 
member of the Junior Chamber of 
Commerce of Milwaukee and was active 
in community affairs. 

Second Herbst son to be called, was 
Don, son of Wallace Herbst, who as a 
member of the R.O.T.C. is now a lievu- 
tenant stationed at Scott Field in Bell- 
ville, Ill. He expects to be made a 
captain within 60 days. 

Jim, son of C. W. Herbst, will be the 
third to go, as he expects to be called 
in July. 


Takes Over Plaut-Butler Assets 


MILWAUKEE, Wis.—James Shoe Man- 
ufacturing Company have completed ar- 
rangements to take over the physical 
assets of Plaut-Butler, Inc., Cincinnati. 
This includes the name, lasts, dies and 
patterns. 

Tom McCasky, who has been with 
Plaut-Butler, Inc., for a number of 
years, is joining James Shoe Mfg. Com- 
pany. The company will display shoes 
under the Plaut-Butler name at the 
McAlpin Hotel, New York, the week of 
May 11, together with their regular 
line of shoes. Mr. McCasky will be on 
hand to display both lines. 


To Represent Eagle-Ottawa 


GRAND HAVEN, MicH.—Eagle-Ottawa 
Leather Company has appointed the 
Leather Supply Company to be repre- 
sentatives of the company on all of 
its products, it has been announced by 
Samuel Smickler, president-treasurer 
of Eagle-Ottawa. The Leather Supply 
Company has offices in Los Angeles and 
San Francisco. They have been rep- 
resenting Eagle-Ottawa in the upho!- 
stery and tooling leather field for many 
years, but now will also sell shoe leath- 
ers, insoles and bag, case and strap 
lines. 
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IN STOCK 


Capitalizes dramatic appeal made 
to millions of boys and girls through 
comic books, newspapers, radio! ... 
® The Superman has captured the imagination of America’s 


- boys and girls. Millions of youngsters follow his adventures 


daily. Take adyantage of the tremendous sales appeal that 
this feature offers. 


® Made by Moccasin Craftsmen on 
specialized lasts embodying orthopedic 
rubber soles and an arch supporting 
“cookie.” 
Boys’ sizes 1-6 

Misses’ sizes 11-3 


PENOBSCOT SHOE CO. 


OLDTOWN MAINE 





Consumer Goods Prices May Be Fixed 


[CONTINUED FROM PAGE 29] 


to 44 or 48 would be distinctly helpful, as would some 
relaxation of the Wage-Hour law. 

Manufacturing—Popular priced women’s shoes are 
up about 10 per cent. Either the quality must be re- 
duced or the price pushed up into the next bracket. 
Leathers are up 12 to 18 per cent over a year ago but 
this is probably justified by increase in cost of skins. 
Tanners assured by government of sufficient bottoms to 
import necessary materials, but these are not yet forth- 
coming. 

Manufacturers and retailers who took part in the dis- 
cussion at the Men’s and Boys’ Clothing Round Table 
under the chairmanship of Ward Melville, President, 
Melville Shoe Corporation, New York, expressed the 
general feeling that basic materials and over-all produc- 
tion facilities in the men’s and boys’ clothing industries 
and in the shoe industry are fully adequate to supply 
the needs of the Army and Navy and civilian demand 
combined. Speculation would be unwise and have no 
sound foundation. Potential production capacity in 
each industry, without exception, surpasses the demand 
of recent years and expanded manufacturing output 
could easily meet the requirements of the defense pro- 
gram. 


The question of keeping costs down was stressed, and 
all present indicated their willingness for the govern- 
ment to concern itself in any price or materials situa- 
tion which seemed to justify investigation. 

The conference concluded with a dinner addressed 
by Donald M. Nelson, OPM Purchasing Director, who 
warned the business men that America must put “busi- 
ness as usual” behind her, adding that “France clung 
to the business as usual up to the very moment when the 
Panzer divisions turned the Maginot Line into a forlorn 
chain of empty telephone booths.” 

The job of the United States, according to Mr. Nelson, 
is to equal Germany’s war preparations “without giving 
up the very things which make our fight worth waging. 

“We are conducting this defense program on the be- 
lief that we do not need an era of constantly rising 
prices in order to bring out our nation’s maximum pro- 
ductive effort. In other words, price inflation of the 
kind we saw in the last war is going to be avoided—not 
merely because the experience of the last war shows that 
rising prices do not necessarily serve to increase over-all 
production, but because a serious price spiral would 
actually nullify the whole defense effort. If we get into 
that old familiar sequence of rising costs, rising wages, 
rising prices, with each element in the sequence chasing 
the one just ahead of it, we shall get into the most seri- 
ous kind of trouble imaginable. And no one would 


[TURN TO PAGE 57, PLEASE] 
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Registrations Heavy 
For Boston Show 


Boston, Mass.—Over 300 of the lead- 
ing manufacturers of women’s and chil- 
dren’s shoes in the country have al- 
ready made reservations to exhibit their 
Fall lines at the Boston Shoe Fair, 
which is conducted under the official 
auspices of the New England Shoe and 
Leather Association, next June 2-5, ac- 
cording to Maxwell Field, manager of 
the Fair. All their exhibits will be at 
the two official hotels, Hotel Statler and 
Parker House, Boston. 

In addition to these 300 women’s 
manufacturers, reservations have al- 
ready been made by ninty men’s manu- 
facturers and over fifty other com- 
panies in the shoe and allied trades. 


Road Man Ill 


CHIcaAGo, ILL.—Ed Kalas, who rep- 
resents the Portage Shoe Company in 
this area, and is also a member of the 
Chicago Shoe Travelers Association, is 
ill and will be absent from his territory 
for the next six or eight weeks. 
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Predicts Big Turnout 
At Central States Fair 


Cuicaco, Inu.—A record turnout of 
retailers from the entire Central States 
area is predicted by W. J. Crawford, 
head of Crawford Shoe Stores, Peoria, 
Ill., for the Central States Shoe Fair 
to be held here at the Hotel Morrison, 
June 1, 2 and 3. Mr. Crawford has 
been made chairman of the retailers 
committee for the Fair and is well 


W. J. CRAWFORD 


qualified for this position, since he is 
a veteran retailer and has long been 
active in the Illinois Retailers Associa- 
tion. 

In reviewing plans for the Fair, he 
states, “I am certainly glad to see that 
plans for the first annual Central 
States Shoe Fair are working out so 
splendidly. With so many exhibitors 
showing new Fall shoes for men, wo- 
men and children retailing from the 
lowest to the highest prices, I don’t see 
how any shoe retailer doing business in 
the Middle West can afford to stay 
away from this fine show. 

“Shoe retailers must look forward to 
drastic changes in the operation of 
their business due to our defense pro- 
gram. The Central States Shoe Fair 
is a forward and progressive step and 
considering the number of retailers 
within easy reach of Chicago, should 
really be next to the National show in 
importance. I know that downstate 
Illinois retailers will be in Chicago on 
June 1, 2 and 3 in large numbers. I also 
know that you can expect a big turnout 
from retailers in Iowa, Wisconsin, 
Michigan and Indiana.” 

Mr. Crawford announces a Retailers’ 
Luncheon to be given on Monday, June 
2, when the program will be devoted to 
talks on current problems in the retail 
picture together with an up-to-the min- 
ute survey of styles being shown at the 
Fair. Retailer groups and their of- 
ficers from the Central States area are 
especially invited to participate in this 
luncheon. 

Urban K. Allen and Curtis Johns, 
who are in charge of entertainment, 
announce that plans are nearly com- 
plete for the banquet, floor show and 
dance to be given Monday evening in 
the Mural reom at the Morrison. 








in stock 
MRS. DAY'S IDEAL BABY SHOE CO. 
DANVERS, MASS. 
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Walk-Over Salesmen See 
Successful Season 


BrockToN, Mass.—Salesmen selling 
Walk-Over shoes for women, left for 
their territories, following their sales 
meeting at the Walk-Over Club Tues- 
day of last week. 

This meeting was the climax of the 
seminannual Walk-Over sales sessions 
and Harold C. Keith, president of the 
Geo. E. Keith Co., gave the gathering 
of salesmen and home office and factory 
executives an insight into the present 
business situation and his prediction 
for a successful season. 

During his talk, Mr. Keith read ex- 
cerpts from a letter received that day 
from Stuart Whattoff, manager of the 
Geo. E. Keith British stores, in which 
some severe damage was reported to 
several of the Walk-Over stores and 
which, Mr. Whattoff wrote, “might in- 
terfere with business for a few days.” 
Mr. Keith was introduced by George 
H. Leach, executive vice-president. 

Myron L. Keith, honorary vice-pres- 
ident, was welcomed by the gathering 
after an extended stay in California. 

Salesmen selling the men’s lines held 
similar sessions two weeks ago and 
have been on their territories for some 
time. 














Steven Jay Named 


Officer of Retail Group 


Detroit, Mich.—Steven J. Jay, well- 
known Detroit shoe man, was elected 
second vice-president of the Retail Mer- 
chants’ Association of Detroit, retail 
constituent body of the Detroit Board 
of Commerce... Mr. Jay is vice-presi- 
dent of R. H. Fyfe and Company, and 
has been in charge of the men’s depart- 
ments there for many years. 
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Army in Market for 
All Types of Footwear 


Boston, Mass.—Awards to manufac- 
ture nearly 110,000 pairs of footwear 
of various kinds for use by the regular 
army are to be announced 
here soon, as the result of bid openings 
held at the local Army Base during the 
week ended May 3. 

Bidders on April 29 on 35,004 pairs 
of knee-length rubber boots and 50,004 
pairs of hip-length rubber boots were: 

Knee-length: Hood Rubber Co., 
Watertown, Mass., 20,000 pairs at $2.53 
per pair; United States Rubber Co., 
Naugatuck, Conn., 35,000 at $2.55; 
Goodyear Footwear Corporation, Provi- 
dence, R. I., 6000 at $2.58; Converse 
Rubber Co., Malden, Mass., 5000 at 
$2.61; and Goodyear Rubber Co., Mid- 
dletown, Conn., 5000 at $2.65. 

Hip-length:—Goodyear Footwear 
Corporation, Providence, R. I., 6000 at 
$3.28; Tyer Rubber Co., Andover, 
Mass., 5000 at $3.33; Converse Rubber 
Co., Malden, Mass., 5000 at $3.35; Good- 
year Rubber Co;, Middletown, Conn., 
5000 at $3.38; Servus Rubber Co., Rock 
Island, Ill., 5000 at $3.39; United States 
Rubber, Naugatuck, Conn., 35,004 at 
$3.40; Hood Rubber Co., Watertown, 
Mass., 15,000 at $3.43; Endicott-John- 
son Corporation, Endicott, N. Y., 5000 
at $3.48. 

These bids showed prices unchanged 
from the last awards on knee-length 
rubber boots and were somewhat lower 
on the hip-length boots. 

On May 1 bids were opened on ap- 
proximately 24,000 pairs of welt ox- 
fords for use by army nurses. This total 
was divided into two lots—15,887 pairs 
of white fabric shoes with plain toes, 
and 7944 pairs of black calf leather 
shoes with tips. Only three companies 
submitted bids, as follows: 

Huth & James Shoe Co., Milwaukee, 
15,887 pairs of white shoes at $2.06 if 
lasts are furnished by the government 
—otherwise $2.08%, and 7944 pairs of 
black leather shoes at $2.28 if govern- 
ment lasts are used—otherwise, $2.30; 
Alberts Shoe Co., Middleboro, Mass., 
7944 pairs of black leather oxfords at 
either $2.21 or $2.29, depending on 
which of several profferred linings the 
government accepts; Kesslen Shoe Co., 
Biddeford, Maine, 5000 white shoes at 
$2.39, 5000 at $2.47, and 5887 at $2.58, 
also 7944 pairs of the leather shoes at 
$2.89. In mid-February contracts were 
awarded at $2.07 for white fabric shoes 
and at $2.39 for the calf leather foot- 
wear. 

As the result of what are known as 
“letter requests for quotation bids,” 
the local Quartermaster Corps on April 
25 announced award of contracts to 
make 25,008 pairs of Type II, rubber- 
top arctics to the Hood Rubber Com- 
pany and the United States Rubber Co. 
The former is t+} make 8,760 pairs at 
$2.85; and the latter, 16,248 pairs at 
$2.45. 


| REALLY ENJOY 
WALKING NOW THAT 
| HAVE FALL STREET SHOES 


WITH GENCO SHOCK. 
ABSORBING HEELS! 


GENCO, the original shock-absorbing 
heel material, has been proven on over 
three million pairs of casuals, wedgies, 
street shoes with scoo: arches and 

lay shoes. Genuine GENCO is 40% 
fighter, more resilient and without ex- 
ception, the most comfortable heel 


material ever developed. 
Write for complete information. 


(PATENTS PENDING) 


GENERAL BOARDS COMPANY @ 705 £. THIRD STREET © LOS ANGELES 
Licensed GENCO Heel Convertcrs from Coast to Coast 








White Shoes on Display on Boardwalk 


Atlantic City, N. J—Here are more shoes than any store would be likely to 
place in its own windows for a single display. Yet with a combination of har- 
monious colors and a skillful, yet simple, arrangement, the set-up has proven 
display merit. It is the exhibit of G. Levor & Co., Inc., at DuPont Hall on the 
Boardwalk, Atlantic City. The shoes are from leading manufacturers who con- 
centrate on Levor white kid. 

Against sloping backgrounds painted in the range of South American colors, 
which have been employed in Summertime sportswear, these all-white shoes have 
a cool, attractive contrast. 

One highly colorful tree carried this message: “Color is a Summer costume’s 
excitement. The all-white kid shoe is its smartest control.” Another card 
credited Du Pont acids and processing chemicals in the tanning of Levor’s 

“Whitest Whites.” 
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If the customer treats them rough, 
Newfiex Insoles have the “‘stuff.”’ 





INNEF 


NEWFLEK PIGSKIN 


os 


Workshoes 


te Neer erm 


renee "MEN'S & BOYS’ WORK SHOES 


Sfodiles 


Honest Value 
In Beery Poir 





rr er er ie 


Mexican Huaraches 


—™ 


This year, make extra sales 


with imported MEXICAN 
HUARACHES 


BB 

“i <Gy 

ie 7, 
> 7 


¢ 
tae ——_ 


ALL SIZES FOR MEN & WOMEN 


HANSA Trading Co 522 at i 








Bill to Bar Employe 
Sales Passes House 


HARRISBURG, Pa.—The State House 
of Representatives has passed House 
Bill No. 1023, by which industrial and 
other employers would be prohibited 
from extending their buying facilities 
to employees on merchandise not manu- 
factured or handled by such employer. 
The vote was 146 to 25. The bill now 
goes to the Senate for action. 

The Middle Atlantic Shoe Retailers 
Association was one of a group of busi- 
ness organizations which supported the 
legislation. 
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Develops Wide 
Acquaintanceship 


MILWAUKEE, Wis.—Judging from re- 
ports, no man can claim more intensive 
personal coverage of the entire New 
England section than Phil Bennett, the 
popular representative of the Huth & 
James Shoe Co. During all of his career 
of shoe selling he has covered this par- 
ticular territory thoroughly and con- 
sistently. 


PHIL BENNETT 


Formerly with the Simplex Shoe 
Company, representing their Rich Vogel 
and Virginia Lee divisions, Mr. Bennett 
joined the sales force of the Huth & 
James Shoe Co., selling the “Modern 
Miss” line, approximately two years 
ago. During this brief period, he has 
developed an excellent clientele produc- 
ing a fine volume in this virgin terri- 
tory for the company. 

Mr. Bennett owes his success to his 
extremely wide acquaintanceship and 
the friendly confidence of buyers, de- 
veloped by his cooperative attitude and 
his helpful understanding of their prob- 
lems. Before hecoming a traveling shoe 
salesman, he was a successful shoe re- 
tailer. 


Paging H. J. Lovejoy 

Boston, MAss.—In the golf tourna- 
ment held last June in connection with 
the Boston Shoe Fair, fourth gross 
prize in the retail division was won by 
H. J. Lovejoy. Mr. Lovejoy subse- 
quently departed without claiming his 
prize and without leaving an address to 
which it could have been forwarded. 
The Boston Boot and Shoe Club, under 
whose auspices the tournament was 
held and, incidentally, under whose 
auspices an even better one is to be 
held on June 2 of this year, continues 
carefully to guard the handsome prize 
te which Mr. Lovejoy is clearly entitled. 
Maxwell Field, secretary of the club, 
asks that Mr. Lovejoy, or anyone who 
knows Mr. Lovejoy, communicate with 
him as soon as possible. The address is 
210 Lincoln Street, Boston. 
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Dollar Volume on Coast 
At Record Levels 


Los ANGELES, CALIF.—Business holds 
at the high levels of recent months, 


-with all emphasis on attaining maxi- 


mum production of defense materials 
in a minimum period of time, reports 
the research department of the Se- 
curity-First National Bank of this 
city. There are few businesses in 
Southern California that are not now 
affected, directly or indirectly, by the 
defense program. The spectacular rise 
in industrial employment continues 
with every indication that the present 
rate of increase, estimated at over 6000 
new jobs per month, will be maintained 
for many months. 

Sales of department stores and com- 
parable retailers improved about 6 per 
cent over last year. Bank debits are 
now expanding more rapidly than at 
any time since the boom period of the 
early twenties, and the dollar volume 
of business transacted in Southern 
California is now at record levels. 


Roberts Store Remodeled 


Fonp pu Lac, Wis.—Bud Bashaw, 
proprietor of the Roberts Shoe Store, 
here, has announced the complete reno- 
vation of the store and the installation 
of a new and complete line of women’s, 
men’s and children’s shoes. 





BOOT anv SHOE RECORDER, May 10, 1941 


Creenhood Opens New 
Family Store 

PorTSMOUTH, VA.—Greenhood’s new 
<hoe store, located in the recently con- 
:trueted building at 511 High Street, 
was recently opened, here. 

Greenhood’s is one of the largest re- 
‘ail shoe stores in the Norfolk-Ports- 
‘nouth area. The building, when con- 
‘tructed, was planned for occupancy 
»y an up-to-date shoe store. The store 
s perfectly appointed and equipped 
vith the latest in lighting and heating 
‘acilities. 

Albert Greenhood, whose connection 
with the retail shoe business covers 
several years with one of the largest 
shoe stores in Baltimore and more re- 
cently with one of the citys’ most pop- 
ular shoe firms. ‘ 

A complete shoe repair department 
in the rear of the new store and com- 
pletely cut off from it so that neither 
noise of machinery nor dust from its 
operationgy, disturb patrons, is a 
feature of the new Greenwood store. 


Transferred as Manager 


MontTcoMerRy, ALa.—C. W. Witt- 
schen, former assistant manager of 
the leased shoe department of J. B. 
White department store in Augusta, 
Ga., has been transferred by Edwards 
Shoe Stores to Montgomery Fair’s shoe 
department to succeed Max Lettween, 
resigned. 

Mr. Wittschen was with Saxon and 
Cullman shoe store of Augusta for 13 
years. 


Whites in Heavy Demand 
At Chicago Showing 

CHICAGO, ILL.—Whites and spectators 
for immediate delivery were in heavy 
demand at.the April 28 and 29 showings 
by the Chicago Shoe Travelers at the 
Hotel Morrison. Retailers attending 
reported the earliest selling of this type 
of shoes in a number of years. There 
was a good attendance of retailers from 
all of the surrounding states who re- 
ported that they were looking forward 
to an excellent Summer and also a good 
Fall business. All reported record sales 
during the week prior to Easter and 
that business. continued to hold up 
steadily following Easter Sunday. 

Buyers indicated that this will be 
one of the biggest spectator seasons on 
record, with the trend overwhelmingly 
for open toes, even in the extreme 
sporty types. Many preferred to wait 
for the open toe models rather than 
take the closed toe type. Brown and 
whites are the number one sellers and 
blue and white have come in rapidly 
and pushed black and white entirely out 
of the picture. Although sandal types 
in white sell somewhat, the demand is 
not so great as in previous years. In 
the all-whites, there is a marked prefer- 
ence for pin point perforations. In the 
sport and oxford division, the loafer 


* Verifiexible Construction 
* Cincinnati Quality 

* Seventy Stock Shoes 

* Specialization One Brand 
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Every shoe is produced under one roof by highly 
skilled shoemakers, many of whose grandparents 
worked for Krippendorf. All our skill and resources 
are devoted to one brand, one quality. Complete 
stock department. Foot Rests are perfect for profit. 


THIS SHOE HAS EVERYTHING! 


* NATIONAL 
ADVERTISING IN 
Vogue + McCall's 
Ladies’ Home Journal 
Good Housekeeping 
= The Instructor 














*Four-Spot Comfort 
* Smartest Styles 

* Markup 40% to 44% 
* Welts and Littleways 


* Quick Turnover 


THE KRIPPENDORF-DITTMANN COMPANY, CINCINNATI, O. 
NEW YORK SHOWROOM: MARBRIDGE BUILDING 





styles in all-white and combinations 
and brown and white combinations in 
other styles, are most in demand. Multi- 
color play shoes are still being ordered 
in volume. 

Men’s shoe business is reported to 
be considerably improved with all firms 
booking business ahead of last year, 
with a definite trend to higher priced 
shoes. Many firms report selling more 
higher priced shoes than ever before. 
Tan and whites, which lead by some 
65 per cent, are the leaders in men’s 
shoes for current selling, with an in- 
dication that the dark tans in heavy 
leathers, heavy soles, and brogue types 
will be popular for Fall. 

Throughout all of the buying there 
appeared to be a definite commitment 


on the part of the merchants that their 
Fall buying this year would be done 
earlier than usual. A number of the 
retailers in attendance were extremely 
interested in Fall goods and were dis- 
posed to place orders. However, many 
of the houses were not ready with com- 
plete Fall lines. The delivery situation 
in most cases, although not acute, is 
rapidly becoming difficult. Although 
price did loom too largely on the horizon 
there was talk of rises in many of the 
lines. 

The Chicago Shoe Travelers will not 
hold a May show, since that event will 
be combined with the Central States 
Shoe Fair to be held June 1, 2, and 3 
at the Morrison. The next regular 
monthly show will be June 23 and 24. 





TO 
BUY 


rr er ee 


Golf Shoes 





<Res>>) GOLF SHOES! 


Replaceable Spikes. 
Mellow Oil-Treated Tan. 
Half Double Sole. 


Stock $214 


C 7 to 12 
D 5 te 12 


DOYLE SHOE CO., Brockton, Mass. 











Innersoles 


Ll i li all ei ll ili T 
The feet prefer to “take it easy,” 
The porous texture makes it breezy. 


NEWFLEX PIGSKIN 


INNERSOLES - COUNTERS - WELTING 
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Device to Give the Vamp a “Break” 


To aid the customer in breaking in his shoes properly, Darrell L. Wilson, 506 
Gregory Avenue, Weehawken, N. J., has developed the above device to set the 
crease in the customer’s shoes in the proper place in the vamp. 

Mr. Wilson had found in his shoe store experience that a large amount of 
trouble from new shoes could be traced to improperly set breaks in the vamp, 
causing bites and improper wearing of the leather. Mr. Wilson’s device sets the 
break while the shoe is on the customer’s foot and before the customer has had 
a chance to wear them. The shoe is placed in the device, tension is brought on 
the catgut cords to crease the vamp in the proper place by movement of the hand 
lever, and two impressions are made across the leather that remain until the shoe 

is well broken in. 





South Shore Workers 
Get 5% Wage Increase 


BrocKToN, Mass. — An immediate 
wage increase of five per cent, to be 
followed, on June 30, by another five 
per cent increase, has been granted to 
all shoe workers in union factories 
throughout the South Shore district, it 
Was announced here on May 65, on 
which date the first half of this ten per 
cent increase became effective. 

The increase, which applies only to 
workers engaged in making civilian 
shoes, is the result of negotiations 
which began last March and which 
have been participated in by the South- 
eastern Massachusetts Shoe Manufac- 
turers’ Association and the Brother- 
hood of Shoe and Allied Craftsmen, the 
independent union organized on the 
South Shore several years ago. A total 
of nearly 9000 workers are given raises 
in pay under the new agreement. Fac- 
tories involved are those in this city, 
Rockland, Whitman and Braintree. 

As noted, the present increase is not 
shared by workers engaged in making 
shoes for the army, since prices at 
which these shoes were offered at the 
recent bid opening in Boston were 
figured at the lower labor cost then 
prevailing. 

Whether it means an immediate in- 
crease in the price of Brockton-grade 
shoes now being sold for late Summer 


and early Fall delivery cannot be as- 
certained. Some price increases already 
are in effect, it is stated, one manufac- 
turer of shoes made to retail at from 
$6 to $8 with a few even higher, say- 
ing that he already has advanced his 
prices 35 cents per pair, 10 cents of 
which, he says, is to take care of the 
increase in labor. He believes, how- 
ever, that the increase should have 
have been from five to ten cents more. 
Information from other sources makes 
it seem likely that increases to date 
have taken into consideration only half 
of the ten per cent increase, which 
would indicate another increase in 
prices when the second half of the in- 
crease goes into effect on June 30. 


Store to Celebrate 
76th Anniversary 


New ULM, MINN.—Wallace Wicher- 
ski, owner and operator of the Wicher- 
ski Shoe Store, here, will observe the 
76th anniversary of the business on 
May 29. 

The business was founded by Ernst 
Wicherski, Sr., on May 29, 1865, and 
at his death was operated by George 
Wicherski, father of the present owner, 
until his death in April, last year. 

The original day book with the first 
business entries by the founder of the 
business is still in possession of the 
store. 


Finds Business Good 
In Country Tour 


RocHESTER, N. Y.—Douglas Locke, 
representative of the Dr. M. W. Locke 
shoe factory, was at the store of Park- 
Sons, Inc., for two days aiding its cus- 
tomers with educational work regard- 
ing proper fitting of shoes, with the 
radio and newspapers used to supple- 
ment his talks to those visiting the 
store. 

“Business has been exceptionally 
good in stores which I have visited in 
a number of cities during recent 
weeks,” he said. “In Detroit our busi- 
ness is up 32 per cent; in Chicago the 
gain is 9 per cent, and other cities show 
increases in various amounts.” 


75-Year Old Store 


Discontinues Business 


RocHESTER, N. Y.—The Behr shoe 
store at 210 State Street, Schenectady, 
is discontinuing business after 75 
years. The store was established in 
1866 by Lewis Behr, first as a clothing 
store, and a few years later it was 
devoted exclusively to shoes. 

Leo R..Manheim has been operating 
the business since 1901 and is leaving 
it after 40 years because he wishes to 
retire. 
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Obituaries 


Frank O. Norris 


AvuBURN, Me.—F rank O. Norris, long 
prominent in the Auburn shoe industry 
and a former county official, died sud- 
denly April 29 at his home, here. 

He had lived in Auburn since 1876, 
beginning his career as a shoe cutter. 
He had held superintendencies in sev- 
eral Auburn factories and was widely 
known in the trade. Upon his retire- 
ment he became interested in politics 
and was prominent in county affairs. 

He was a member of the High Street 
Methodist Church of Auburn; was a 
32d degree Mason, a member of Tran- 
quil Lodge F. and A. M., of Bradford 
Chapter, R.A.U., Dunlap Council, Lew- 
iston Commandery, and of Cora 
Temple, Mystic Shrine, also. of: the 
Scottish Rites Bodies. 


Frank H. Pfeiffer 


Worcester, Mass.—F rank H. Pfeif- 
fer, 65, president-treasurer of Frank 
H. Pfeiffer Co., Inc., slipper manufac- 
turer, died April 28 in Hahnemann 
Hospital, here, following an iliness of 
three months. + 

Mr. Pfeiffer gained his early expe- 
rience in the slipper business while 


working in his father’s slipper manu- 
factory. About 30 years ago he estab- 
lished his own slipper manufacturing 
business at Natick, Mass. After a few 
months the business was removed to 
this city. 

He is survived by his wife, two sons 
and three sisters. 


Joseph M. O’Brien 

, N. ¥.—Joseph M. 
O’Brien, who formerly held an execu- 
tive position in the John Kelly, Inc., 
shoe factory, died suddenly in London, 
England, recently, according to word 
received by his sister, Mrs. Joseph P. 
Doyle, of Rochester. The cause of 
death was not stated. 

Several years ago Mr. O’Brien and 
three brothers left this couritry to 
establish a carbon paper and ribbon 
manufacturing business in London. 


Jack Cherniss 


Los ANGELES, CALIF.—Jack Cherniss, 
56, who for 25 years represented the 
Juvenile Shoe Corporation of St. Louis, 
died here recently following an opera- 
tion. He had been ill only a short time. 
His funeral was attended by a host of 
shoe men and lifelong friends. 

He is survived by Mrs. Cherniss and 
a daughter, Mrs. May of Los Angeles. 


Eugene B. Slocum 


ORLANDO, FLA.—Eugene B. Slocum, 
89, a retired shoe traveler who was 
well-known in the trade, died recently 
at his daughter’s home in Indian River 
City. He had been ill several months. 

Mr. Slocum, who was born in New 
York State, had for several years lived 
with his daughter, Mrs. Nellie Slocum 
Potthoff. He is survived by another 
daughter, Mrs. Blanche F. Quale of 
Chicago, and a son, George F. Slocum 
of Evanston, Il. 

Funeral services were conducted at 
Koon Funeral Home in Titusville. The 
body was sent to Orlando for cremation. 





Opens College Store 


AusBurRN, ALA.—Kermit Hill of West 
Point, Ga., has opened a shoe store for 
women near the campus of Alabama 
Polytechnic Institute, here, and will 
cater to the college women’s trade. 
Hill, formerly connected with the 
Quality Shoe Store of West Point, Ga., 
will move here to make his home. 


Wholesale Firm in 
New Location 


New York—Charleroy Shoes, Inc., 
wholesalers of juvenile footwear, have 
moved their New York offices and 
salesroom from 115 Duane Street to 
new and larger quarters at 144 Duane 
Street. 





FOCUS on FIT 


As Your Part in 
NATIONAL DEFENSE 


Millions of men and women 
employed in the Defense In- 
dustries, directly or indirect- 
ly — in factories, warehouses 
and offices — muist have free- 
dom from foot ills to function 
at top efficiency. The defense 
workers who patronize your 
store are your opportunity 


to aid the Defense Program. 


Use X-Ray Fitting to provide them 
with shoes that fit properly, elimin- 
ate strain and fatigue, improve foot 
health. In doing so, you promote 
their comfort, their endurance, their 
general health — make them more 
efficient, more productive on their 
jobs! What's more, they'll remember 
your superior fitting service when 
they buy those extra 

shoes for sports and lei- 

sure wear .. . and shoes 

for the kiddies, too! 





MILWAUKEE 





X-Ray Is Not An Expense— 

ially if you buy your 
X-Ray Shoe Fitter “out of 
inventory” on liberal e-x- 
t-e-n-d-e-d terms. Write 
today for full particulars. 


X-RAY 


SHOE FITTER ac. 


3533 NORTH PALMER STREET 


. WISCONSIN 
A 3386-4 





CHIiL@:: BE e. 
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SO LLE GE 


5.8" &e 


TOM 


OUR LINE with Its IN-STOCK SERVICE definitely 
aids profitable retai 





100%. Your Very Truly, 


Chicago, Ill., April 14, 1941. 





“We want you to know that the splendid 
service given us the past several months is 
greatly appreciated and so long as we get 
this service and good shoes, you can count 
on us to cooperate with your company 


Kotz Shoe Store.” 








"tines oF 


PRESTIGE 


HERBST SHOE MFG. CO. 
AND 


No. 8680 White Elk Sandal 
Unlined. Cordovan Soles. 


Size In Stock 
4-8 C-D $1.65 
84-12 B-C-D : 
12%-3 A-BC-D_ 2.00 


No. 8280 Tan Elk 


SEND FOR CATALOGUE 
— Milwaukee, Wis. 


PROFIT” 





Five Firms Awarded 
Army Shoe Lace Orders 


Boston, Mass.—Nine manufacturers 
bid on 1,258,000 pairs of 40-inch brown 
cotton shoe laces at the local Army 
Base opening here on April 28. Offer- 
ings were heavy, totaling 3,766,000 
pairs. Bidding was as follows: 

International Braid Co., Providence, 
R. I., 92,000 pairs at 1.49 cents per 
pair, 100,000 at 1.59, 100,000 at 1.65, 
100,000 at 1.74, 100,000 at 1.81, 100,000 
at 1.87, 100,000 at 1.94 and 100,000 at 
1.97; Gleneairn Mfg. Co., Pawtucket, 
R. L., 300,000 at 1.51 and 96,000 at 1.58; 
Chandler Oil Cloth and Buckram Co. 
(Shoe Lace Division), 144,000 at 1.52; 
Providence Braid Co., Pawtucket, R. I., 
198,000 at 1.59 and 198,000 at 1.66; 
General Shoe Lace Mfg. Co., Inc., 
Louisville, Ky., 250,000 at 1.62; Shoe 
Lace Co., Boston, 396,000 at 1.66; 
Diamond Braiding Mills, Inc., Chicago 
Heights, Ill., 600,000 at 1.78; Hickory 
Shoe Lace Mfg. Co., Hickory, N. C., 
396,000 at 1.80; and Narrow Fabric 
Co., Reading, Pa., 396,000 at 2.20. 

Of these nine, five companies have 
been awarded contracts to manufac- 
ture these laces for the regular army. 
Awards were as follows: 

International Braid Co., Providence, 
R. I. 92,000 pairs at 1.49 cents per 


pair, 100,000 at 1.59, and 78,000 at 
1.65; Glencairn Mfg. Co., Pawtucket, 
R. I., 300,000 at 1.51, and 96,000 at 
1.58; Chandler Oil Cloth & Buckram 
Co., East Taunton, Mass., 144,000 at 
1.52; Providence Braid Co., Pawtucket, 
R. I., 198,000 at 1.59, and the General 
Shoe Lace Co., Inc., Louisville, Ky., 
250,000 at 1.62. 


Holbrooks Bootery 
In New Location 


CoLumBus, OH10—The Holbrooks 
Bootery Co., owned by D. R. “Dick” 
Mahanna, opened its new store May 1 
at 14 North High Street, in downtown 
Columbus. The store was formerly 
located at 104 E. Broad Street. 

Mr. Mahanna is one of the best 
known shoe men in Columbus, having 
been associated with the shoe business 
in that city for the past 42 years. For 
the past 18 years he has owned and 
operated the Holbrooks Bootery Co. 

Recalling that he started with the 
Holbrooks Bootery Co. just six weeks 
after it was opened at 87 North High 
Street, Mr. Mahanna traced the com- 
pany’s moves from that address to 
the Neil House block, then to 67 South 
High Street, where it was located for 
15 years, and from its former location 
at 104 E. Broad Street to the present 
new store. 


Enlarging Factory 

CeparsurG, Wis.—Plans are under 
way for the erection of an addition to 
the local plant of the Huth & James 
Shoe Co. The firm, makers of women’s 
shoes, is currently producing about 
400 pairs daily at its factory here and 
employing nearly 100 persons. The new 
addition will almost double the size 
of the present plant. 


Discontinues Operations 


Kiet, Wis.—The Frank Shoe Manu- 
facturing Co., which was moved to 
Kiel from Milwaukee seven months ago, 
has discontinued operations to avoid 
further loss to stockholders. At the 
time it moved to Kiel, the firm was ad- 
vanced $12,000 by local citizens and the 
new Industries Committee of the Cham- 
ber of Commerce. The Frank company, 
which manufactured juvenile footwear, 
operated in Milwaukee for many years 
before moving to Kiel. 


Covers New York for 
John E. Lucey Shoe Co. 


Burrato, N. Y.—A. F. Jenks, who 
traveled western New York State for 
the Collingwood Shoe Co., is now cover- 
ing the whole state for the John E. 
Lucey Shoe Co. of Middleboro, Mass. 








with the consumer. 


Point-of-Sale. 





—The Retail Shoe Merchant and his 
sales people are always face to face 


Boot and Shoe 


Recorder is a forceful influence at this 
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TIME SAVERS—Colorful 
PRICE TICKETS 
They give your win- 
dows the Professional 
Touch. Also Window 
Cards 8”x14”. 
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ANNOUNCEMENT 


Play-Ease 


PLAY SHOES created and designed by M. GUSTIN of 
materials,* leather and colors to wear with the most fash- 
ionable Sport Clothes and latest style Slack Suits. 


OUTSTANDING values in every price range. 


Also a complete new line of Boudoir Slippers for men and 
women, for Volume Business. 


On Display :—Hotel McAlpin—Room 1029—-May 12-13-14. 


GUSTIN GUILD-REST INC. 


(Formerly M. Gustin & Co.) 


age be F —_ ‘ae 


* Same materials, as those used by the leading New York and 
California Sportswear Houses. 











DON’T LOSE _ ~ 
YOUR HEAD ® 


over that Surplus Stock 


Turn to the CLASSIFIED PAGES for 
Purchasers. 


continued use- of “WANTED TO 


Sixteen years’ 
PURCHASE” space is the record for one of our ad- 
vertisers. 


BOOT AND SHOE RECORDER 
Classified Advertising Dept. 
100 E. 42nd St.. New York, N. Y. 














Consumer Goods Prices May Be Fixed 


[CONTINUED FROM PAGE 49] 


suffer by the whole process more than would the re- 
tailer. 

“We can’t, of course put the full burden of preventing 
all this on the retailers, but we can have, and of course 
I know we will get, your cooperation in doing all you 
can to prevent it. 

“While this is not its direct responsibility, the Divi- 
sion of Purchases is also interested in dong all that it 
can to contribute to the prevention of price spiraling by 
seeing to it that buying by the armed services is done as 
intelligently as possible in order that the impact of the 
program on production and supply will be lessened as 
much as possible. 

“We have tried to show you what your government 
is doing and will do to prevent prices from running 
away. The purpose of the meeting today is to acquaint 
you with all of the facts we could marshal and to make 
you familiar with the problem before you. Your part 
in the picture of prices is to resist, with every resource 
you can muster, unjustifiable price rises. It is in your 
own interest to cooperate with us in every Way possible 
to the end that we may keep on an even keel in changing 
over from a.peacetime economy to an ‘all-out’ defense 


economy.” 


registered for the conference and the round-table discus- 
sions on either Men’s and Boys’ Clothing or Women’s 
and Girls’ Clothing were: 

L. F. Tuffly, President, Krupp and Tuffly, Houston; 
Harry Edison and Mark Edison, Edison Bros., St. 
Louis; A. H. Geuting, A. H. Geuting Co., Philadelphia; 
William J. Cobb, Vice-President, Melville Shoe Corp.; 
L. E. Langston, Executive Vice-President, National Shoe 
Retailers Association; M. L. Friedman, President, A. S. 
Beck Shoe Corp., New York; Edwin Hahn, President, 
Wm. Hahn & Co., Washington, D. C.; E. J. Bliss, Jr., 
President, Regal Shoe Co, New York; Herbert J. Rich, 
President, B. Rich’s Sons, Washington, D. C.; Byron A. 
Gray, President, International Shoe Co.; Harold Con- 
nett, Chairman, Tanners’ Council of America; Raymond 
H. Mills, Endicott-Johnson Corp., Endicott, N. Y.; 
George W. Norvell, G. R. Kinney Co., New York; Irving 
Florsheim, President, The Florsheim Shoe Co., Chicago; 
George W. Milium, Milium Shoe Co., St. Louis; J. F. 
McElwain, J. F. McElwain Co., Boston; Frank S. Sha- 
piro, National Shoe Co., Marlboro, Mass.; H. 0. Ron- 
deau, H. O. Rondeau Shoe Co., Framington, N. H.; 
Louis H. Salvage;*Louis H. Salvage Shoe Co., Man- 
chester, N. H.; Merrill A. Watson, Executive Vice-Pres- 
ident,, Tanners Council of America; Maxwell Field, 
Executive Secretary, New England Shoe & Leather As- 
sociatior#- 
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SALESMEN WANTED 


POSITION WANTED 


MERCHANTS’ NEEDS 








SALESMAN WANTED 
Long established manufacturer of na- 
tionally advertised quality children’s 
shoes, with New York in-stock de- 
partment, seeks competent salesman 
for western Pennsylvania, Ohio and 
western New York. Drawing account 
against commission—with fair amount 
of business now in the territory. 
Please give full details in first letter. 


Address 147 y BOOT & SHOE 7 + eee 
100 East 42nd Street, New York, N 











YOUNG man with good business training and 
some selling experience as assistant salesman 
in local New York territory for ——— 
line of quality children’s led sh Salary 
and bonus arrangement. Good penis 4 
Write in detail. Address $148, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York, N. Y. 





SALESMEN —all territories — Manufacturers 
line of Women’s and Misses’ Two Dollar 
Sport Shoes. Liberal commission. No objection 
to non-conflicting side line. Reply giving full 
details and references. Address $149, care 
Boot & Shoe Recorder, 100 East 42nd ‘Street, 
New York, N. Y 





LINE WANTED 


SALESMAN—Large following in Wisconsin; 
knows retail trade; hard worker; good refer- 
ences; wants women’s or line. Ad- 
dress £140, care Boot & Shoe Recorder, 100 
East 42nd Street, New York, N. Y. 








YOUNG MAN, now selli Men’ s, Women’s 


and Children’s Sheepskin 
Chain Stores and 
York City, Newark, Trenton, Philadelphia, Bal- 
timore, and Washington is looking for additional 
line. Address $146, care Boot & Shoe _ 
100 East 42nd Street, New York, N. 





FOR SALE 


ESTABLISHED Cancellation Shoe Store in 
Springfield, Mass. Selling shoes from $4.00 
to $6.00. Low Rent. Good Volume. Wonder- 
ful opportunity to —_ very profitable business. 
Assured resources. L. Baris, 79 Reade 
Street, New York City. Address $144, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York, N. Y. 








FE, STABLISHED CORRECTIVE FAMILY 

SHOE STORE, handling Nationally adver- 
tised shoes, located large industrial suburb Phil- 
adelphia. Address $151, care Boot & Shoe 
ee 100 East 42nd Street, New York, 





“YSITION WANTED as Manager of Ortho- 
pedic Department or Store. Twenty-two 
years’ experience as M er; Capable of train- 
ing men for this field. ould rs —— 
promotional job. Have also had ex in 
-four years old. Address ‘s $139, 
hoe Recorder, 100 East 42nd 

Street, New York, Y. 





lam a seasoned shoeman with eighteen 
years’ practical experience styling and 
designing shoes and selling well known 
lines to the retail trade from Kansas 
City to Boston. I can design men’s or 
women’s shoes and make patterns; I 
have had the complete responsibility of 
running a factory. My broad back- 
ground of shoe experience will prove 
a profitable asset to some manufac- 
turer who needs sound advice on styl- 
ing plus genuine sales ability to help 
put his line over. 


Address 65 care BOOT & SHOE RECORDER 
100 East 42nd Street, New York, N. Y. 











HOE SALESMAN, By ten years’ experi- 


ence, both selling and es See go 
anywhere. Address $150, care hoe 
el 100 East 42nd Street, New York, 





REGISTERED CHIROPODIST in large, 

Southern City, with seven years’ traveling 
experience, three years’ corrective shoe fitting 
experience, and about twenty years’ Chiropody 
experience. Correspondence solicited from health 
shoe factories or retailers, as salesman, store 
manager, or to do educational work. Detailed 
Government report not yet released de-bunking 
health shoe field, should find above type of ex- 
perience valuable. Only employment in Mid- 
West or West considered. Address $152, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York, N. Y. 





It’s 400 in 1 This Yearf 


Help Support 
400 Health and 
Welfare Ser- 
vices that NEED 
MORE MONEY 
to Keep Going! 


Suppose 
Nobody 
GIVE TO THE GREATER NEW YORK FUND! <a ™ Cored? 








THE FOOT OSCILLATOR 
(General Electric Equipped) - 
Routs muscle weariness in no time ; Rest! Relax! 
ur 


In use by shoe and department stores 
110 Volt, A. 


$29.85 
Weight 40 Ibs. 
packed. 


THE VI-PED-EX —ee 
Stockton, Calif. 





WANTED TO PURCHASE 








BEST PRICE PAID FOR SHOE 
STORES AND SURPLUS STOCK 
ALSO PURCHASE GENTS’ FURNISHING, 
CLOTHING AND OTHER MERCHANDISE 
HENRY YOUNG 


1055 Summit Ave., Bronx, New York 
Telephone Topping 2-5895 

















FACTORY REP. WANTED 


a pa ye REPRESENTATIVE WANTED: 

Large a product that 
is adaptable to the ‘shoe manufacturing ey 
is desirous of securing the services of a 
grade young salesman who understands shoe 
construction and who knows personally shoe 
manufacturers in the ern part of the 
United States. Mp. real opportunity is here 
for the right man. f you are interested, send 
full information regarding yourself, your pre- 
vious connection and your experience in the 
shoe manufacturing industry. Address $145, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York, N. Y. 

















HELP WANTED 


RETAIL SALESMAN who is experienced 

Women’s shoes from seven to ten 
dollars. Enclose picture or recent snapshot 
with reference in first letter. Strictly confi- 
dential. Only those desiring permanent posi- 
tion need answer. Store in San Joaquin Valley, 
California. Address $143, care Boot & Shoe 
_— 100 East 42nd Street, New York, 








5 cents, For all 


address should be counted. 
The rate f 
Classified advertising is 

Advertisements for 


is payable in 





CLASSIFIED ADVERTISING RATES 
osition and Lines Wanted” advertisement is 4 cents 


Se cs etna & G6E0 on tack with « matieaes af 66 words. 
Gi ie it oie el oe a | 


per word for all undisplayed advertisements. Mini- 
other classified advertisements the rate is 7 cents per word. 
When a box number is desired twelve words should be edded for the address. In all 
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MERCHANTS’ NEEDS 





DRY SHOE CLEANER 


MEMO: Every time you show o pair of nappy 
white shoes you ore well on your way to one of 
those profitable Buck Buffer sales that can put you 
dollars ahead this summer! 

Buck Buffers retail for 25¢ each and cost you $1.50 
per dozen, Write for your free sample and com- 
plete details today! 


TRIMFOOT COMPANY 





WANTED TO PURCHASE 








SHOE STORES WANTED 


Unusual references on request. 








Buyers of Surplus Stocks 
ES Se 
QUANTITY NO OBJECT 
KIRSCH-BLACHER CO., Inc. 


106 Duane St. New York 
Phene WOrth 2-5377 and 5378 


BUYERS OF 


MANUFACTURERS—RETAILERS 
SURPLUS STOCKS 


Sante of wotnetel Ones pie 


Write, wire or phone. 








CEASAR 
Philadelphia, Pa. 
1666 


BARSH 
‘9 N. Fourth St. 
Phone Market 








WE BUY 
or Wholesale ard Retail 
. Also Branded Shoes such as 
Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality, Bos 
tonians, Stetson, Red Cross, Nunn-Bush. Kite: 
rBvin . Susin 


so Rende ra fax Church 
Phone Berclay 7-7887. New Yerk City 

















Operates Own Store . 


Cotumsia, S. C.—Harrison Parks is 
now operating his own retail shoe 
store, here, under the name Harrison 
Parks Shoes, Inca The firm is located 
at 1489 Main Street in a store which 
was recently completely remodeled and 
edecorated for him. 


Style Forecast 
For Fall 


[CONTINUED FROM PAGE 47] 


ing of more smooth leather materials 
throughout the Fall season.” 


Roy Sundling, stylist for Brauer 
Brothers shoes, says: 

“In materials suede is first, calfskin 
second and patent leather third. We 
think black suede will be off a little 
against last year and brown suede up 
a little. Much brown business was 
missed last year. Calfskin is destined 
to come strong in all tones of brown 
due to the military influence. Patent 
leather, except for the classic pump, 
will be used as a trim. 


“In patterns elasticized types still 
lead. Bow pumps are important. There 
will be an increase in softie calf and 
crushed leather types. A medium high 
front is new and is coming strong. 


“In lasts the high heel types will be 
very high but the volume will be in the 
medium heights, 18/8 down. Wall toes 
and pump toes are very good — the 
bump toe kicked up to make the shoe 
short and at the same time give fitting 
freedom. On dressy types of shoes we 
find 65-70 per cent are open toes.” 


Harry! Williams, stylist for Rice- 
O’Neill shoes, says: 

“The chief designing interest in shoes 
for Fall is in the silhouette; the key- 
note is simplicity. While the military 
influence is to be considered, I do not 
feel it will have as much effect on styl- 
ing as the factor of fine craftmanship 
in top quality shoes. The bow pump 
shoe is strong but women are ready for 
something a little different, perhaps 
some new simple detailing worked into 
the shoe. 


“In the past it has been all suede at 
the beginning of the Fall season. This 
year suede, though important, does not 
claim all of the spotlight. Suede shoes 
are being styled for suede alone and the 
same is true of the crushed and smooth 
leathers. Thus we see an opportunity 
for the dealer to do a better merchan- 
dising job. Reptiles are in the Fall pic- 
ture, but they must be all-over reptiles; 
no 50-50 shoes. 


“Colors—Number one is black; Num- 
ber two is brown (all shades); Number 
three is blue; Number four is wine. 


“We see increased interest in closed 
toes on dressy types. This is a new 
development, for about 80 per cent of 
the dressy type shoes are still open toes. 
The really smart woman wants a closed 
toe shoe on a new last, not a walled 
last and not a square toe last. Tailored 
types and utility types, of course, are 
already predominately closed toes.” 


—here's how to get 
More Business! 


HE Edwards idea Clipping 
000 satisfied users. 


Vincent 
Service has over 2, 
Each order filled 


VINCENT EDWARDS & CO. 


World's Largest Advertising Service Organization 
342 Madison Ave., New York City 

















White Shoe Early 
Activity in Chicago 

Cuicaco, Itt.—Whites and specta- 
tors are rapidly coming into the retail 
shoe selling picture in the Chicago 
area. Although they are not selling in 
volume as yet, current sales are far 
earlier than they have been for some 
time. Although blacks in patents and 
gabardines continue to lead in volume 
selling, blues continue to increase in 
sales, and in many quarters have far 
exceeded expectations. In fact, in 
some of the style shops blacks have 
been a disappointment, with sales con- 
centrated on blues and blondes. The 
latter continue to hold up, with after- 
Easter sales showing a sharp trend 
to antique tans and lighter browns, 
both of which are expected to be good 
carry-over colors for Fall. Red con- 
tinues to be the most popular high 
color, selling pretty generally through 
all price ranges. 

Many quarters expect one of the 
best spectator seasons in a number of 
years. A new trend is the ready ac- 
ceptance of open toes in the classic 
spectator pumps. Along with the con- 
ventional whites and tans, there is an 
early interest in wheat linen and nat- 
ural linen. Marshall Field & Company 
ran an early promotion on “Natural 
Neutrals,” referring to them as home 
spun linen with tawny tan. 


Leases Chaffee Department 


EvereTT, WASH.—Andy Kapriva, who 
for the past six years has been con- 
nected with the Frederick Nelson Co. 
department store in Seattle, has leased 
the shoe department in Chaffee’s. 








Dates to Remember 


Introduction of Fall Footwear Fash- 
ions, St. Louis Shoe Manufac- 
turers Association, Hotel Com- 
modore, New York. 

May 11, 12, 13, 14, 1941 


Southwest Fall Shoe Style Show, 
sponsored by Southwestern Shoe 
Travelers’ Association, Texas 
Hotel, Fort Worth. 

May 24, 26, 27, 28, 1941 


Annual Convention California 
Shoe Retailers Association, Hotel 
St. Francis, San Francisco, Calif. 
May 25, 26, 27, 28, 1941 


Central States Shoe Fair, Sponsored 
by Joint Travelers and Retailers 
Associations, Morrison H o t él, 
Chicago, Il. June 1, 2, 3, 1941 

Boston Shoe Fair, New England 
Shoe & Leather Association, Ho- 
tels Statler and Parker House, 
Boston, Mass. June 2, 3, 4, 5, 1941 


Midwest Shoe Fair, Netherland 
Plaza Hotel, Cincinnati, Ohio. 
June 8, 9, and 10, 1941 


Annual Convention Pacific-North- 
west Shoe Retailers Association, 
Olympic Hotel, Seattle, Wash. 

June 8, 9, 10, 11, 1941 


Annual Convention New York State 
Shoe Retailers Association, 
Onondaga Hotel, Syracuse, N. Y. 

June 15, 16, 17, 1941 


Annual Summer Convention Iowa 
National Shoe Travelers Associa- 
tion, Chamberlain Hotel, Des 

Moines, Iowa, June 15, 16, 17, 1941 


Fall Showing Mid-Continent Shoe 
Travelers Association, Skirvin 
Hotel, Oklahoma City, Okla. 

June 15, 16, 17, 1941 


Tri-State Shoe Mart, Pennsylvania 
Shoe Travelers Association, Wm. 
Penn Hotel, Pittsburgh, Pa. 

July 6, 7, 8, 1941 





Chicago Retail Sales Show 
Gain for Quarter 


CuicaGo, ILL.—A general increase of 
8 per cent in business in women’s and 
men’s shoes over a year ago is reported 
for the month of March in the regular 
monthly survey of the Chicago Whole- 
sale Market Council. As a whole, the 
market picture revealed by the survey, 
reflects the improvement in employ- 
ment and earnings throughout the 
Middle West. Conditions in general in 
the women’s ready-to-wear business for 
the first four months of the present 
year are reported ahead-of the corre- 
sponding period of 1940, with men’s 
and boys’ wear. way ahead for the 
month and year to date. 





BOOT ann SHOE RECORDER, May 10, 1941 


‘i Pug F GUIDE, 


BOOTS AND SHOES 


ABBOTT SHOE CO., No. Reading Mass. ;<...........:cceevececcccececveeecnes 
BASS, G. FB :-CO~ Wilodee, Mai side on bn iad ceased ine dcacesdecredeess 
BROWN SHOE COMPANY, St. Louis, Mo. 

COLE, ROOD & HAAN CO., Chicago, Tl, ...........cceeeeeeeenescecceeceees 
DOROTHY DODD SHOE CO., St. Lowis, Mo. .... 2... 0.66. cece cece cece ene eees 10 
DOYLE SHOE CO., Brockton, Mass. 

GENERAL SHOE CORP., Nashville, Tenn. 

GOODWILL SHOE CO., Holliston, Mass. ................ccececeeccccseneceees 
GREEN SHOE MFG. CO., Boston, Mass. 

GUSTIN GUILD-REST, INC., New York City 

HANNAHSONS SHOE CO., Haverhill, Mass. .............0ceccceeesceenecces 
HANSA TRADING CO. New York City 

HEALTH SPOT SHOE SHOPS, INC., Danville, TH. .............6.0000 cc ceeee 
HERBST SHOE MFG. CO., Milwaukee, Wis. 

KREIDER, W. L.. SONS MFG. CO., Palmyra, Pa 

KRIPPENDORF-DITTMANN CO. THE, Cincinnati, O. ..................-..- 
MARK TWAIN, DIV. OF INTERNATIONAL SHOE CO., New York City 
MISHAWAKA RUBBER & WOOLEN MFG. CO., Mishawaka, Ind. 
MOULTON-BARTLEY, INC., St. Louis, Mo. 

MRS: DAY’S IDEAL BABY SHOE CO., Danvers, Mass. 

ee EN OE ee Le ene renee 
ROMs Me RL a as Sha a ee ii eee 
SERVUS RUBBER CO; New York, N.Y. «0.5.52 ci ccc ccc ccc cceccscccccess 


LEATHER AND OTHER MATERIALS 


ALLIED KID COMPANY, Boston, New York, Philadelphia 

ENGLAND-WALTON, Boston, Mass. .............+-cecescsecceeseceseceecses 
FIRESTONE RUBBER & LATEX PRODUCTS CO., Fall River, Mass.. .33, 35, 37, 39 
HUBSCHMAN, E., & SONS, Philadelphia, Pa. .................00000e008 2nd Cover 
KIEFER, EDGAR F., TANNING CO., Grand Rapids, Mich. ................ 52, 54 
ee RT Cg i a TN oo ko cn ccdes cement cechescecqevotnsastenes 
RICHARD YOUNG CO., New York City 

SURPASS LEATHER CO., Philadelphia, Pa. ..................0ccceeeeeeenees 
ZIEGEL-EISMAN CO., Boston, Mass. 


MACHINERY, LASTS, MFRS.’ SUPPLIES, DRESSINGS, ETC. 


CA VARI Ges Weta, WR oi iano esie cs ceicie iii ass cescergensiaees 48 
GENERAL BOARDS CO., Los Angeles, Cal. ..............000cc0eeeeeee natieos 51 
LIMA CORD SOLE & HEEL CO, Lima, 0. 20s... ccc cei ec ccci ee ceecceeees 40 
SPAULDING FIBRE CO., No. Rochester, N. H. ..............cecceeecceaceee 1 
UNITED FAST COLOR EYELET CO. Boston, Mass 

UNITED LAST COMPANY, Brockton, Mass. ................00ceceeees 3rd Cover 
UNITED SHOE MACHINERY CORP., Boston, Mass. 

ee Se, CI WL nos 0 ah euwdvnwsvieveweepeeercerirres Front Cover 


STORE EQUIPMENT AND ACCESSORIES 


eee eee Meg My Mme, NL Wy ons cccce cgcuccnee bp emsebpuveits kent 
ee Oy ert Pere = ee ey > eee 
VI-PED-EX CORPORATION, Stockton, Cal. ...... 22.00.0006. ccceccceeeesees 
X-RAY SHOE FITTER, INC., Milwaukee, Wis. ...................00.00s0c000e 


MISCELLANEOUS 


BARIS SHOE COMPANY, New York City 

BARSH & CEASAR, Philadelphia, Pa. 
KIRSCH-BLACHER CO., INC., New York City 

NEW ENGLAND SHOE & LEATHER CO., Boston, Mass. 
RUBIN, IRVIN, New York City 

VINCENT EDWARDS & CO., New York City 
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Rock Maple Last Blocks from carefully 
selected quarter-sawed logs are thor- 
oughly seasoned for more than two 
years in sheds, kilns and bins. 


Here the last block is shaped. The block 
revolves at a moderate rate while high- 
speed cutters accurately duplicate the 
intricate contours of the master model. 


After the turning operation the last sur- 
face is rough with heel and toe unfin- 
ished. It then goes to skilled craftsmen 
who trim, sand, polish and check all 
dimensions with minute exactness. 


There are two all-important factors in last making — 
STYLE and FIT. The precision with which our lasts are 


graded has earned for us the reputation of making 


the best-fitting lasts in all sizes and widths ever pro- 


duced in the history of the industry. 


UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 








Yes, everything about Green's 
Stride Rite Shoes is good .. . 
styling . . . quality .. . pricing 
... stock service. That makes 
them the well balanced line 
that hundreds of retailers are 
finding more dependable, 
more saleable, more profit- 
able. And, that's why you 
should be carrying them! 


GREEN SHOE MFG. CO. 960 HARRISON AVE., BOSTON 





